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[his is one in a series of advertisements 
: ‘ devoted to an exposition of those intan 
gibles w hich make Chicaso “a city with a 
personality ‘eg 
A 
Vhe Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company, 
now active, to be chartered by the State 
of Illinois. and having maintained “head 
quarters” in Chicago for thirty-nine years, 
the Illinois Life feels justified in this effort 
to offset soime of the unfair publicity 
which Chicago has received by presenting 


‘ glimpse at the other side of the picture. 





Raymond W. Stevens, President 
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(SLISTENING waterw ay. 
Chicago 


commerce. Gleaming like molten metal, the 
river pushes its winding way through the very heart 
of the city. 
many descriptions. Freighters, barges, passenger-steamers, 
tugs. even a scattering of pleasure boats, from private 
yachts to public speedsters. * Spanning it at regular in- 
tervals are bridges whose arms stretch skyward when 
floating craft demand the right of way. Otreet-cars, trucks, 
automobiles, and pedestrians await their turn: “the bridge 
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Home Life’sSound 
Position Set Out 


E. I. Low, at General Agents Con- 
ference, Analyzes Investment 
Structure 


FULTON IS OPTIMISTIC 


Year Will Be Good for Those Who 
Make It So, President 
Declares 


With men in the field interested as 
never before in the investment portfolios 
of their companies, one of the outstand- 
ing features at the general agents’ con- 
ference of the Home Life of New York 
in New York City this week was the 
analysis of the Home's investment situa- 
tion by E. I. Low, chairman of the 
board. 

The cash position of the Home is 
strong, according to Mr. Low, its bank 
balance for the last several months hav- 
ing been two or three times normal, and 
on Dec. 31 amounting to more than 
$990,000. “We have maintained this bal- 
ance,’ Mr. Low declared, “to insure 
against the necessity of selling any of 
our securities at the present market 
prices, which are far below, their intrin- 
sic worth, or in the event of any unfore- 
seen contingency, such as a heavy in- 
crease in our policy loans.” 


Investment Income 0. K. 


Of the Home’s $21,000,000 of bonds 
and $2,600,000 of preferred stock, pro- 
ducing an income of more than $1,150,- 
000 annually, Mr. Low said that during 
1931 coupons amounting to only $7,500 
on one block of bonds and dividends of 
only $1,500 on one issue of preferred 
stock were not paid. 

Of the Home’s $30,455,330 of mort- 
gages, producing income during the year 
of $1,670,683, only $9,303 or .55 percent 
was unpaid Dec. 31. 

Of the Home’s $2,016,105 of unguaran- 
teed mortgages, only two pieces of 
property have been taken under fore- 
closure—one covering a mortgage of 
$4,000 and the other for $12,000. At 
present, according to Mr. Low, there are 
only two foreclosures pending, one for 
$7,500 and one for $8,100. 


Guaranteed Mortgages 


Neither principal nor interest on the 
fome’s $28,439,225 of guaranteed mort- 
Sages has been lost, Mr. Low said. The 
guaranteeing company, in every default, 
has taken over the mortgages, paying 
the principal and interest in full or, at 
the option of-the Home, substituting 
other mortgages. This, he said, amply 
demonstrates the value of guaranteed 
mortgages and the strength of the mort- 
Rage companies with which the Home 
oes business. 

To summarize, Mr. Low said that of 
normal expected investment income for 
Mortgages, bonds and preferred stock 





Looking Back Over 1931 





Some of the Notable Developments in Life Insurance and 
a Few of the Important Lessons Learned 
During a Troubled Year 





By R. B. MITCHELL 


NEW YORK, Jan. 7.—The decision 
of many of the major companies to 
abandon entirely or greatly restrict their 
disability income underwriting will un- 
doubtedly be recalled in future years as 
the outstanding life insurance event of 
1931. While the depression can un- 
doubtedly be blamed for making the dis- 
ability situation so bad as to force action 
without further delay, perhaps the com- 
panies will find in the long run that they 
saved money by summarily stopping the 
drain from this source so far as is pos- 
sible. 


Depression Motif Most Important 


The depression motif ran pretty con- 
stantly through most of the happenings 
in life insurance last year, although on 
the side of the production of new busi- 
ness life insurance has come off remark- 
ably well in comparison to other lines of 
industry. 

In some cases the depression has been 
the ill wind which blew good to some 
companies or some phases of the busi- 
ness. Perhaps by forcing a more imme- 
diate and disillusioned facing of facts it 
will be found to have brought more 
benefit than is generally thought right 
now. Even the Armstrong investigation 
gets credit for doing the business much 
good, although in its day it enjoyed lit- 
tle popularity among insurance men. 

Important Progressive Movements 


In fact, a backward glance over the 
important life insurance happenings of 
1931 reveals many progressive indica- 
tions that might have been several years 
or more in materializing. 

Emphasis on the importance of vol- 
ume has given way to a serious realiza- 
tion of the need of conserving business 
already on the books. At the same time 
there have been those to warn against 
a too ready acceptance of complex and 
perhaps over-expensive conservation 
machinery as the cure-all for lapses. The 
need of selling business properly in the 
first place is getting a fairer share of 
attention. 

Loans Increase Twisting 


Heavily loaned policies, making their 
holders easy prey for twisters, have 
made the twisting question one of gen- 
eral interest. It is no longer a matter 
for a few voices crying in the wilder- 





for 1931 of $2,830,000, only $18,303 or 
.64 percent was unpaid. 

“Organized effort” was the keynote of 
the sessions. New and complete equip- 
ment for organization of field and home 
office in production and recruiting were 
presented. A new series of retirement 
income policies was announced as well 
as a new simplified selling plan and 
guide to agency building. At the ban- 
quet, Harry Jacoby, one of the New 
York general agents, was presented 
with the president’s cup in recognition 





ness. It looks as if definite action will 
not only be taken but as if such action 
will be followed by active cooperation. 
Progress in the handling of large risks 
has undoubtedly been accelerated by bad 
business conditions, which have shown 
to be imperative a course about which 
there otherwise might have been some 
question. The new central information 
bureau and the increased use of the elec- 


trocardiograph, the x-ray and _ blood 
sugar tests have been considerably 
longer in getting here in prosperous 


times, with a consequently longer time 
for the aggravation of the jumbo risk 
problem. 


Agency Development Expense 


In the field of agency development 
there has been less money to spend but 
what has been spent has been made to 
go as far as it possibly could. Business 
conditions have given the answer far 
better than any amount of theorizing, as 
to just how and where money will bring 
the most results, how far it is wise to 
finance agents, what type of men it is 
best to take on. Extravagance and mis- 
placed optimism that would pass un 
noticed in better times are ruinous today 
and have been replaced by methods that 
either pay their own way or are junked. 


Some Bright Spots Seen 


There are, however, bright spots in 

the business which do not require quite 
so much stoical foresight to appreciate. 
Never before has the security of life in- 
surance, both as protection and as in- 
vestment, been so much appreciated as 
during 1931. The sale of annuities has 
jumped as never before. The demand 
for policies of the so-called purely in- 
vestment type was so great that many 
companies had to eliminate or curtail 
them because of the danger of getting 
loaded up with an undesirable quantity 
of them. 
Never before has there been so much 
interest in group insurance and in group 
retirement annuities. While*’a number 
of large sales have resulted, the interest 
on the part of industries which have not 
yet gone into such plans is not to be 
underestimated. The more enlightened 
branches of industry have found them a 
paying proposition, and what pays is 
usually adopted. 





of the greatest results from new recruit 
ing. This is the third consecutive year 
Mr. Jacoby has won the cup and it be- 
comes his property. 


Fulton Is Optimistic 


The message of President James A. 
Fulton was optimistic. The Home Life's 
financial position, he said, is strong and 
stable, the result of the conservative 
method of investments emphasizing 
safety. 

(CONTINUED ON PAGE 11) 


Rebuilding Offers 
Vast Opportunity 


Insurance Will Be of Great Ser- 


vice in Process of 


Recovery 
ESTATES TO BE SALVAGED 


Northwestern Mutual Men in Regional 
Rally Hear Cleary, Ricker, 
Peebles 


NEW YORK, Jan. 7.—The first and 
most important problem confronting life 
insurance men today is an intelligent and 
constructive effort to salvage life insur- 
ance estates which have become im- 
paired, Vice-president M. J. Cleary of 
Mutual Life declared 


at the closing session of the company’s 


the Northwestern 


two-day regional session here. 

“While life insurance has stood as an 
island of safety in the present depres- 
sion we cannot ignore the fact that in- 
surance estates have been heavily under- 
mined, not through any fault of the in- 
stitution of life insurance but as a re- 
sult of the efforts of policyholders to 
protect other sections of their estates,” 
Mr. Cleary said. 


Borrowing Has Continued 


“We know that there was a tremen- 
dous amount of borrowing on policies 
to protect assets immediately after the 
1929 crash. Borrowing has continued 
to protect bank obligations and in gen- 
eral to bolster up other items in estates 
which have been weakened by the de- 
pression.” 

By and large, America is confronted 
with the necessity of a rebuilding pro- 
gram, Mr. Cleary pointed out. The 
estates of 1929, in practically every field, 
have shrunk tremendously if they have 
not been actually ruined. 

“Capital, credit, and 
are essential to recovery,” 
said. “In this process life insurance 
has an enormous opportunity for ex- 
pansion and for service to the public 
in rebuilding the estates of America.” 


especially time 
Mr. Cleary 


Building for Permanency 


One of the most informative talks of 
the session was that of Assistant Secre- 
tary H. R. Ricker on “Building for 
Permanency.” Mr. Ricker strongly urged 
the desirability of settlement options as 
opposed to haphazard acquisition of in- 
surance and further stressed the need 
of being certain that the right settle- 
ment option is used, giving various ex- 
amples of good and bad use of options. 

There is a strong correlation between 
carefully programmed insurance and 
persistency, he pointed out. The ten- 
dency to lapse is very greatly cut when 
the assured has a definite program and 
realizes what it means to imperil it by 





policy loans or lapses. He has found, 
he said, that the first policy to be 
| (CONTINUED ON LAST PAGE) 
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June 30 Average 


Accept U. S. Commissioners’ 
Method of Valuing Preferred 
and Common Stocks 


SOLVENCY IS IMPORTANT 


Order in Council Says Conditions Jus- 
tify Deviation from Ordinary Proce- 
dure—Uniform Practice Sought 


OTTAWA, CAN., Jan. 7.—The pre- 
ferred and common stock held by Ca- 
nadian insurance companies will be 
valued on a June 30, 1931, average basis 
similar to that adopted by the National 
Convention of Insurance Commissioners 
in the United States. An order-in-coun- 
cil authorizes the superintendent of in- 
surance to accept common and pre- 
ferred stocks “valued at not more than 
the book values if purchased since June 
30, 1931, or if purchased on or before the 
said date, at prices not exceeding the 
market prices of such stocks prevailing 
on June 30, 1931, which prices have been 
found to approximate the average price 
of stocks as reflected by the exchanges 
for a range of five quarterly periods end- 
ing Sept. 30, 1931: that the other assets 
of the companies have been valued on 
the basis prescribed by or authorized 
under the provisions of the said insur- 
ance act, and that the stocks and other 
assets when valued as aforesaid are not 
less than the liabilities of such compa- 
nies to the public.” 


Important to Aid Companies 


In commenting on the action, the or- 
der says: “As the preservation of sol- 
vency of insurance companies is of the 
utmost public importance calling for 
continuous and uniform supervision and 
for proper actuarial valuations of their 
future obligations under their policies, it 
is desirable in the interests of good gov- 
ernment throughout Canada that an 
order should be made providing that a 
valuation be placed upon the assets of 
insurance companies that have hereto- 
fore been licensed under the provisions 
of the insurance act: 

“That it has been the custom to ap- 
praise the values of common and pre- 
ferred stocks carried as assets by insur- 
ance companies and included in the an- 
nual financial statements of such com- 
panies at the value prevailing on Dec. 
31 in each year as reflected by the stock 
exchanges or as may be otherwise as- 
certained by the superintendent of in- 
surance; 


Depart from Precedent 


“That under ordinary business condi- 
tions this has been found sufficiently ac- 
curate for the purposes of such state- 
ments but valuations ascertained as of 
Dec. 31 under the disturbed financial 
conditions now prevailing, would be un- 
fair to companies licensed under the said 
act, and it is therefore desirable to de- 
part, for the time being, from the prac- 
tice of taking the market quotations on 
the last day of the year as the fair mar- 
ket values; 

“That in the United States this has 
been recognized, and the commissioners 
of insurance throughout the states have 
generally substituted for the market 
quotations of stocks for a particular day 
the average price of stocks as reflected 
by the exchanges for a range of five 
quarterly periods ending Sept. 30, 1931, 
which average prices have been found 
to approximate the prices prevailing on 
June 30, 1931; and 

“That, in view of the fact that many 
companies heretofore licensed under the 











Preliminary Figures on Companies’ 
Total New Business Paid for 1931 








New 1931 

Paid Bus 

Abraham Lincoln Life....... $ 7,600,000 
Acacia Mutual Life, D. C.... 37,595,000 
American Bankers, Ill....... 4,176,500 
BARRE TEGO, GBe cccceveseses 8,191,060 
Business Men's Assur....... 24,107,083 
Comes BAGO, EMcscccsccecs 877,388 
Columbus Mutual .......... 18,327,328 
Continental Assur. ......... 33,500,000 
Cosmopolitan Old Line....... 1,750,000 
COUMETY BAT, Tees ccccvscoscs 12,923,750 
Empire L. & A., Ind......... 1,294,245 
Mamttable Lae, I8...2.cccess 63,248,000 
Weeereal LsTe, TWh. .ccsccecces 20,997,307 
Fidelity Union, Tex......... 7,500,000 
Great American, Tex......... 2,699,039 
Geeat Gath, TOR. cccccccccecs 2,661,566 
Great Western, Ia........... 4,500,000 
Guaranteed Securities, Kan... 2,892,378 
Harvester Life, BR tcsnvees 3,200,000 
Lamar Life, Miss........... 10,073,038 
Lincoln Liberty, Neb........ 6,325,000 
Manufacturers, Can. ........ 69,000,000 
Mass. Savings Bank,........ 13,877,730 
(Group inc. not included).. 4,337,000 
SIGE EMO cacccccweceees 7,500,000 
Midwest Life, Neb.......... 2,267,887 
Modern Life, Minn.......... 1,700,000 
Monarch Life, Mass......... 4,635,565 
Natl. Guardian, Wis......... 5,572,297 
National Thrift, Neb........ 150,000 
North American, Minn...... 1,000,000 
Northwestern Mutual ....... 297,000,000 
Pemm Mutual ..ccccscccssecs 207,725,939 
Provident Mutual .......... 109,525,644 
Rockford Life, Ill........... ,165,227 
Seaboard Life, Tex.......... 4,734,388 
Security Mutual, Neb....... 5,946,413 
Southern Reserve, Mo....... 560,000 
State Reserve, Tex.......... 2,095,678 
Teachers Ins. & Annuity.... 6,673,161 
Union Pacific, Neb.......... 1,000,000 
Western & Southern, Ord.... 47,094,114 
Western & Southern, Ind.... 171,582,000 
Western Union Life, Neb.... 285,000 
Wisconsin National ........ 6,444,680 
Wis.. 115,000 


Wisconsin State Fund, 


tIncluding reinsurance of Springfield 


Gain in New 1930 Gain in 
Force, 1931 Paid Bus. Force, 1930 
$ 58,420,000¢ $ 7,193,035 $ 1,836,545 

5,296,000 50,627,595 21,197,848 

650,000 3,669,226 —174,000 
,378,687 7,317,748 649,756 
2,003,063 42,151,361 4,058,906 
—44,902 1,419,098 —232,877 
2,471,376 21,111,770 9,410,283 
5,000,000 40,372,578 16,647,936 
1,200,000 1,263,058 778,500 
8,507,050 17,879,250 15,715,750 
500,000 1,000,953 390,463 
4,263,000 75,162,000 26,544,000 
—10,717,477 25,620,661 —5,467,744 
2,500,000 13,641,389 5,975,000 
—272,959 5,687,091 2,469,773 
600,000 5,794,000 2,893,656 

1,035,913 2,700,939 1,120,824 

—1,451,000 4,910,000 1,467,385 

— 3,320,606 11,794,408 818,869 
800,000 7,475,000 3,000,000 
12,000,000 74,930,670 25,503,549 
13,635,722 11,791,200 9,736,402 
—1,500,000 9,230,958 1,067,880 
—820,475 2,882,119 —162,113 
50,000 2,558,748 1,032,593 
2,045,875 5,990,714 4,005,735 
879,564 6,317,562 2,093,678 
400,000 140,000 120,000 
475,000 $16,000 493,000 
41,000,000 337,854,262 142,231,185 
—2,658,944 293,291,267 103,702,649 
14,136,215 122,176,643 39,315,532 
515,613 5,706,194 335,320 
1,724,077 4,463,915 2,064,000 
1,000,000 6,969,189 2,300,000 
an tohd h Org. Deo. 36,1930 ..cccces 
204,151 2,342,607 729,634 

5,679,886 6,224,702 5,205,151 

—800,000 1,959,031 950,974 

10,469,519 40,845,055 3,542,377 

700,000 145,791,708 — 27,851,086 
erry T T 285,000 eesecces 

—427,930 8,113,589 1,939,447 

98,500 $1,000 49,500 


Life. 











A. I. U. Reported Seeking to 
Buy Stock of A. I. U., Inc. 


COLUMBUS, O., Jan. 7.—The Ohio 
department having refused to permit the 
American Insurance Union, Inc., to re- 
pay the Trans Continental Trust Com- 
pany of Chicago for the 9,960 shares 
which the trust company recently ac- 
quired, permission has been asked of 
the Ohio department by the American 
Insurance Union, fraternal branch, to 
buy stock of another insurance company. 
It is assumed that the fraternal is seek- 
ing permission to make such an invest- 
ment so that funds of the fraternal may 
be used in buying back the A. I. U 
Inc., shares of the Trans Continental 
Trust Company. 

Albert F. Coyle, executive vice-presi- 
dent of the A. I. U., Inc., is contesting 
the sale of the shares to the Trans Con- 
tinental Trust Company, which does not 
have representation on the board of the 
ih & Inc. The Ohio department 
decided that the A. I. U., Inc., could 
not repay the Trans Continental Trust 
Company for the 9,960 shares as the 
money for repayment would be taken 
out of capital and surplus. 

The trust company is expected shortly 
to take legal action in an attempt to get 
a on the board of the 
ne. 


i. . . 


Common Stock Legislation 


Superintendent Finlayson of Canada 
will sponsor legislation to be introduced 
in the Dominion parliament convening 
in March limiting the investments of 
life companies in common stocks to 25 
percent of the total assets. A company 
already having more than 25 percent of 
assets in common stocks will not be re- 
quired to reduce that ratio but its new 
investments would be limited to the 25 
percent. 








insurance act of Canada are transacting 
business in various states of the United 
States of America, as well as in other 
foreign countries, it is desirable that an 
approximately uniform practice should 
be observed.” 


Aetna Life Group’s Income 
in 1931 Above 1930 Figures 


HARTFORD, Jan. 7.—The Aetna 
Life’s income from all sources for 1931 
exceeded the 1930 total and established 
a new record, premliminary figures re- 
leased by President M. B. Brainard 
show. Total premium income from the 
Aetna Life and affiliated companies was 
more than $132,000,000 in 1931, a de- 
crease of only .25 percent. Premium 
collections in the life department totaled 
$80,244,000, an increase of about 7 per- 
cent over 1930, total casualty premiums 
amounted to about $43,116,000, a de- 
crease of 2 percent from 1930, while 
premiums of the Automobile and the 
Standard Fire were about $8,710,000, a 
decrease of only one-half of i percent 
from 1930. Reductions in payrolls in 
industry, which affect compensation, are 
responsible for most of the decline in 
casualty and surety business. The 
greatest increase in the casualty depart- 
ment was in the automobile lines, the 
total premium volume being over $17,- 
745,000. 


American Life Convention 


Proceedings Are Published 


The general proceedings of the annual 
meeting of the American Life Conven- 
tion come out this year in a bound vol- 
ume in cloth so that it is a permanent 
book for a library. In addition to the 
general meeting activities there is a re- 
port of the meetings of the financial and 
home office management sections. The 
frontispiece is a fine cut of C. B. Rob- 
bins, president of the Cedar Rapids Life, 
who was president of the American Life 
Convention at its Pittsburgh meeting. 
Opposite the cut is the poem by Jay G. 
Sigmund, vice-president of Cedar Rap- 
ids Life, dedicated to Colonel Robbins 
entitled, “Soldier of Life.” The pro- 
ceedings therefore furnish a volume of 
real worth, containing reports of com- 
mittees and various matters of a high 





concern. 





Large Proportion 
Restrict Disability 


Limitation or Discontinuance of 
Income Clause Is Going 
on Steadily 





JAN. 1 IS TURNING POINT 


Lid Now Is Pretty Well Clamped on 
Benefit, Although Some Companies 
Reserve Decision 


Companies continued steadily this 
week to clamp down the disability lid, 
some discontinuing the income benefit 
and others merely restricting. A very 
large proportion of the companies now 
has taken definite action which for the 
most part became effective by Jan. 1. 


Continental American 


The Continental American announces 
that effective Jan. 1 it started issuing 


three forms of disability benefits: (1) 
waiver of premium only; (2) waiver of 
premium and % percent monthly in- 
come; (3) waiver of premium and 1 
percent monthly income. 

Waiting period has been changed to 
six months for both the waiver and in- 
come benefits. The waiver only benefit 
covers disability occuring before age 60 
and premiums are waived for life or 
until recovery. The income benefits 
cover disabilities occuring prior to age 
55. In the case of endowments, all dis- 
ability benefits cease upon maturity, but 
under whole life, limited payment life 
and family income policies, benefits con- 
tinue until death or recovery. 


Retain 1 Percent Clause 


The 1 percent income benefit will be 
issued to salaried and steadily employed 
wage-earning men. The company states 
that more than half of the persons to 
whom it issued disability benefits in 1931 
come within this category. The % per- 
cent income benefit will be issued to 
men who do not come within this cate- 
gory, such as professional men and 
those engaged in business for them- 
selves. 

Self-supporting and wage-earning wo- 
men will be accepted for the waiver 
benefit, at double standard rates. 

The income benefits will not be issued 
beyond age 50, and the waiver benefit 
not beyond age 55. Maximum limits will 
be $25,000 insurance with 1 percent in- 
come benefit; $50,000 with ™% percent 
income benefit, or $100,000 with waiver 
only. 

Jefferson Standard 


The Jefferson Standard of Greens- 
boro, N. C., has determined to continue 
disability income on a restricted basis. 
President Julian Price announces. ‘The 
income feature, effective Jan. 1, was 
dropped to $5 per month per $1,000. 
Waiting period is increased to six 
months. The benefit will be issued on 
male lives only, ages 15-50, and not to 
women. 

Protection is afforded only for dis- 
ability occurring before attained age 55. 
The minimum policy issued with dis- 
ability is $2,500 and maximum income, 
including any disability income in othet 
insurance issued by the Jefferson Stand- 
ard, is $125. No additional disability 
income will be issued which will provide 
monthly income exceeding $500 ‘trom 
life insurance and non-cancellable health 
and accident policies. 

No disability will be granted to pol- 
icyholders rated substandard on account 
of occupation or otherwise, and appli- 
cants with uncertain or indeterminable 

(CONTINUED ON LAST PAGE) 
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Business in Force 
Increases Dwindle 


New Business Holds Up But 
Lapses and Loans Take 
Toll 


FIGURES ARE INTERESTING 


Northwestern Mutual Pays for $297,- 
000,000 in 1931—Several Have 
Large December Gains 


A comparison of production figures 
for the last two years shows that new 
business held up fairly well in 1931, al- 
though the ravages of loans and lapses 
made heavy inroads on insurance in 
force, 

Notwithstanding the very unfortunate 
economic conditions that prevailed 
throughout the year, 1931 was another 
year of substantial progress and growth 
for the Continental American Life of 
Wilmington, Del. Surplus funds, over 
and above: capital and including a re- 
serve of $295,507 for fluctuations in se- 
curity values, mortality, etc., increased 
by $81,406. Assets increased 7 percent 
and are 14 percent greater than the 
legal reserve and all other liabilities, a 
margin of safety for policyholders more 
than twice as great as the average. 

Four new branch offices were estab- 
lished during the year. Insurance in 
force increased 4 percent—a rate of in- 
crease more than three times the esti- 
mated average for all companies. 
Eighty-six percent of the new business 
was in policies of $5,000 or more, aver- 
aging from two to three times as much 
as the combined average for all com- 
panies. 

Investment Position Excellent 

The investment position of the com- 
pany is excellent. Farm mortgages 
amount to 3.7 percent of the assets. 
Stocks are valued at the market as of 
Dec. 31. Mortgages on city property are 

5.9 percent of assets; all such loans are 

thin 60 percent, a conservative valu- 
ation, and the bulk of them are guar- 
anteed, both as to principal and in- 
terest, by the strongest surety com- 

(CONTINUED ON PAGE 10) 








LIFE INSURANCE EDITION 


Farm H oldings 80 Percent 


Solvent, Survey Indicates 





HARTFORD, Jan. 7.—There is prob- 
ably no one division of an insurance 
company’s investments which is believed 
to be more “frozen” and about which 
there is more misinformation being cir- 
culated in financial districts than that of 
farm mortgages. 

It is not unusual to hear a statement 
like—“Yes, the stock a buy if it 
weren’t for the farm mortgages the com- 
pany holds.” 

When the figures of one of the 
largest life companies here are examined 
carefully, they reveal a situation which 
cannot be considered dark and gloomy. 
Farm mortgages are in excellent condi- 
tion if better than 80 percent solvency 
may be so termed. 

The total farm investment, which in- 
cludes loans, lands owned by the com- 
pany after foreclosure and property un- 
der foreclosure to which title has not 
yet been obtained, is 17.3 percent of the 
total admitted assets of this company. 


Most In Good Standing 


Is 


There is 14.5 percent of total assets in 
farm loans in good standing, with in- 
terest, taxes and amortization fully cared 
for to October 31, 1931. Total lands 
owned, in the ratio to total admitted 
assets is but 2.3 percent, while the total 
loans in foreclosure are but .5 of 1 per- 
cent. These last two items constitute 
only 2.8 percent of the total admitted 
assets of the company. 

Assuming the total farm loan invest- 
ment at 100 percent, 82 percent were in 
good standing Oct. 31. The total real 
estate owned through foreclosure is but 
15 percent and the lands under fore- 
closure awaiting clearance of title only 
3 percent. Thus only 18 percent of the 
farms are owned or under foreclosure 
proceedings and this 18 percent repre- 
sents but 2.8 per cent of the total ad- 
mitted assets. 

Analyzing Foreclosures 


One company has divided foreclosed 
farms into three groups. Group A com- 
erises farms which will produce a profit 
at any time and under any conditions if 
there is capital with which to operate 
them. Group B comprises farms which 
will bring in a profit in times when com- 
modity prices are normal. Group C is 
the lowest class of farm, the one on 
which the company refuses to spend any 
money in order to put it into condition. 

The deduction that the Class C farm 








is worthless is incorrect. The company 
has been unwilling to sell farms in the 
first two groups at present prices but in 
the C group it has disposed of, the past 
three years, farms which brought about 
$1,000,000 in sale, which amount, in to- 
tal, brought a net profit of $10,000. 


Farmer Has No Equity 


Farms come into the possession of 
the company in the first place by fore- 
closure because of abandonment by the 
owner. 

Others are foreclosed because the 
owner has no equity in the farm, no ma- 
chinery and no livestock. Foreclosure 
under these circumstances is deemed im- 
perative. 

Foreclosure optional where the 
owner has an equity, machinery and 
livestock and may, or may not, have the 
will and determination to operate the 
farm under the present adverse business 
conditions. If the f evinces a 


is 


farmer 
willingness to share his portion of the 
burden as best he can, the insurance 
company says that it, in turn, is willing 
to “play along” with him. 

For several years there has been a 
tendency to loan on farm mortgages 
only in cases of exceptional worth. The 
result of this policy has been a marked 
reduction in farm loans. It is true that 
during this time lands owned through 
foreclosure have increased but not to 
such an extent as to bring about a sub 


stantial reduction in the amount of 
money outstanding in the investment. 
Use Drastic Mensures 

Drastic measures have been adopted 
recently to get rid of unproductive 
lands. For example, a Hartford com 
pany sold 1,400 acres in a mid-western 
state for $5 an acre. This was farm 
land sale reduced to its lowest ebb in 


years; in fact, this sale established a low 
mark for all time. It, nevertheless, 
freed the company from paying taxes on 
land it deemed unsuitable to cultiva- 
tion. 

In an effort to safeguard their invest- 
ments, insurance companies have made 
an exhaustive study of the farm mort- 
gage question. It early became appar- 
ent that lands should be prevented from 
deteriorating or from becoming unpro- 
ductive. This would have a prompt and 
disastrous effect on lands underlying 
so-called “live” loans. 

(CONTINUED ON PAGE 8) 





Great Confusion 


as to Valuations 


Most Companies Will Have to 


Prepare Two Sets of 
Figures 


LITTLE UNIFORMITY SEEN 


State Requirements Differ Widely— 
Competition in Field Is Likely 
to Develop 


Companies are still pretty much at sea 
as to what procedure to follow in valu- 
ing securities for the annual statements. 
The diverse requirements of the differ- 
ent to indicate that 
most will have to make up 


states would seem 
companies 
schedules both as of June 30 and as of 
Dec, 31. 

The making of schedules as of June 


30 will be inasmuch as Poor's 
manual, gotten out at the direction of 
the National Convention of Insurance 
Commissioners, will give those figures 
and those figures only. But Dec. 31 val- 
ues will not be easily obtainable. The 
treasury department suggests to surety 
companies that Dec. 31 figures be ob- 
tained from the Bank and Quotation 
Record, issued as of Dec. 31. The treas- 
ury department requires that the mean 
between bid and asked prices be used 
when no sales are reported and where 
quotations are not available. At best, 
the obtaining of Dec, 31 prices will be 
laborious 
June 30 Acceptable 


easy, 


In some states June 30 values will be 
acceptable, but the right is reserved in 
individual cases to demand Dec. 31 val- 
ues. That is true in Alabama, Illinois, 
Indiana, Maryland, Missouri, Nebraska, 
New Jersey, New Mexico, New York, 
North Carolina, Oklahoma, Tennessee, 
Texas, Virginia, West Virginia. 

In Arizona, Dec. 31 values will be re- 
quired. The Georgia department will call 
for Dec. 31 values, but will use discre- 
tion as to accepting other values fur- 
nished. Idaho will require Dec. 31 val- 
ues. Although the state law of Maine 
requires Dec, 31 figures, the insurance 
department states that exception may be 

(CONTINUED ON PAGE 10) 
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New York Life Is 
On the Air 


HOUSANDS of congratulatory let- 
ters about our radio programs 
have been received. The purpose 
of these broadcasts is primarily to 

promote the conservation of insurance; and 

the Company hopes that life insurance, in 
general, as well as the New York Life will 
benefit. 
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The agents of all companies are invited to 
tune in on our programs every Tuesday 
evening on any of the following 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Radical Salvage 
Plan Is Broached 


Suggested Because Ordinary Con- 
servation Efforts Are 
Ineffective 


WOULD ADJUST PREMIUM 


Scheme Involves Canceling Loan and 
Restoring Face by Adjusting 
Premium and Reserve 


NEW YORK, Jan. 7.—With policy 
loans mounting at a constantly increas- 
ing rate in spite of alert and energetic 
conservation efforts, it may be that more 
radical methods are necessary to fore- 
stall wholesale lapsing and replacement 
of business, both of which are costly. 
Some of these plans might ordinarily be 
neither necessary nor even desirable but 
in the present unparalleled situation 
might be regarded as the lesser of two 
evils, 

One of the first to suggest itself is 
some means of cancelling the loan with- 
out repayment and restoring the policy 
to its face value. This would necessitate 
adjusting the reserve to what remained, 
if any, after deducting the loan and ad- 
justing the premium in line with the new 
reserve and the attained age of the in- 


sured. 
Plan Is Devised 


What is asserted to be a simple and 
effective plan of instituting such an ar- 
rangement has recently been offered by 
a firm of consulting actuaries. Even 
with assurances of the practicability of 
such an arrangement, the traditional 
conservatism of life companies makes it 
likely that they will view any entry into 
such a plan with extreme skepticism, 
taking every precaution to make sure 
that they are not getting into more trou- 
ble than they are getting out of. 

The obvious advantages of such an 
arrangement are that the insured would 
have the weight of a mortgage lifted 
from his policy and would be relieved of 
paying interest on a loan which is re- 
ducing his insurance protection. It is 
this item of paying 6 percent interest on 
what he believes to be his own money 
that makes the average policyholder, in 
his ignorance of the workings of insurance, 
an easy victim for the twister. Even if he 
understands enough to know that he is 
really paying the difference between the 
company’s current interest rate and 6 
percent, or about 1.25 percent, he is still 
somewhat irked, especially if the loan is 
large, and of course he is faced with 
the necessity of paying back the loan or 
having it taken out of the face of his 
policy when he dies. 


Cheaper Than New Policy 


Whether it would be better for a 
given policyholder to take advantage of 
such a plan or pay back his loan and 
keep his original low rate of premium 
would of course depend on his individual 
circumstances. For those with heavy or 
maximum loans which they have little 
prospect of paying. off the plan would 
offer an unencumbered policy for the 
full face amount, relief from having to 
pay the loan or the interest on it, and a 
premium. which would be somewhat 
lower than taking a new policy at the 
attained age because of the saving in 
acquisition cost. 

From. the company’s point of view 
there are also advantages. The adjusted 
premium, being lower than the regular 
rate for the attained age, would be an 
effective argument against the twister 
who would switch the policyholder to 








Nebraska Insurance 
Directory Is Issued 





The new Nebraska insurance direc- 
tory has come from the press of THE 
NATIONAL UNDERWRITER. There have 
been many improvements made in this 
volume and more comprehensive infor- 
mation for the benefit of agents is in- 
cluded. Nebraska is one of the most 
important home office states in the west. 
For instance the publishers state that 
there are 24 legal reserve life company 
home offices in the state, seven fraternal 
orders, one mutual life association, three 
stock fire companies, five stock casualty 
companies, five mutual casualty compa- 
nies, 11 mutual fire companies, nine mu- 
tual hail companies, 12 mutual accident 
and health companies, one reciprocal and 
61 farmers’ mutual fire companies. It is 
stated that about $68,000,000 in pre- 
miums is collected by Nebraska compa- 
nies each year. The book has a num- 
ber of reference features aside from the 
list of agents and their companies in ev- 
ery point in the state. 








Startling Facts Are Shown 





Probate Judge Holtcamp of St. Louis 
Gave Talk to Aetna Life 
Producers 





The St. Louis agency of the Aetna 
Life held its opening luncheon for 1932 
Monday. C. W. Holtcamp, who for 25 
years has continuously served as probate 
judge of St. Louis, was speaker. He 
strongly urged that all buyers of life 
insurance whether large or small take 
immediate steps to form a trust either 
with a bank or the insurance company 
for the proper administration of such 
funds. Judge Holtcamp gave some 
startling facts: “Approximately $700,- 
000,000 is lost each year in this country 
as the result of worthless investments 
made by women. Eighty-four percent of 
widows receiving inheritances from their 
husbands or who receive insurance in 
lump sum lose what they receive inside 
of four years.” 

A. P. Shugg, general agent, 
nounced the resignation of N. A. 
Paradise as supervisor and the appoint- 
ment of Wellborn Estes as his suc- 
cessor. Mr. Paradise will continue with 
the company, devoting his entire time to 
his personal clientele. Mr. Estes has 
been with the Aetna Life eight years 
and has consistently led the agency in 
personal production. 


an- 








some other company. The company’s 
own agents could rewrite such business 
as they thought needed it, for since the 
commission probably would be limited 
to a nominal service fee there would be 
no question as to whether full commis- 
sion should be paid. The agent would 
be working to conserve his own fre 
newals rather than to get the first-year 
commission. The need of taking up each 
individual case and deciding whether the 
agent should get full first-year comms 
sion would be eliminated. 


Must Avoid Discrimination 


of course, arguments on 
ser- 


There are, 
the negative side which might so 
iously impair the worth of such a plat 


of loan cancellation as to make the 
whole idea impracticable. Discrimina- 
tion, for instance, would have to be 


guarded against in making a lower rate 
for rewritten policies than would be true 
on a new policy. Likewise the offer 
would have to be open to all policy hold- 
ers if the charge of discrimination wer 
to be avoided. 


To what extent the virtual eliminatio® 
of acquisition cost Ww ould justif pre 
mium reductions is also a questio! ie 

ove 


saving would have to be distributed 
many years and this would mean sprea® 
ing it pretty thin, with a conse: yuently 
small saving for any given year. 
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National Life, U. S. A. Agents 
Gathering Is Held in South 





COUNTRY-WIDE ATTENDANCE 





Members of $100,000 Club to Gather at 
Edgewater Park, Miss., Three 
Days Next Week 





President R. D. Lay and Executive 
Vice-president W. E. Webb will head 
the delegation of the National Life, U. 
S. A., representatives who will gather 
at Edgewater Park, Miss., Jan. 10-13 in 
the national convention of the $100,000 
Club. Agency managers and field rep- 
resentatives from all parts of the coun- 
try will attend. This will be the first 
national convention the company has 
held since its 60th anniversary meeting 
in Washington, D. C., in 1928. 


Home Office Delegation 


Other home office officials who will 
attend are: Dr. W. A. Jaquith, vice- 
president and medical director; J. A. 


| Kissinger, assistant secretary accident 


and health department; J. B. Parker, 
agency secretary; G. R. Holdhusen, field 
supervisor; Kenneth Mullins, assistant 
secretary; J. P. Harrison, agency super- 
visor. They will be joined at the con- 
vention by S. N. Randolph, San Fran- 

al 


} cisco, supervisor of agencies; W. 
) Brimley, Salt Lake City, supervisor of 


agencies and W. A. Milder, supervisor 
in Illinois. 

While the meeting will be primarily 
business, embracing a thorough outline 
and discussion of plans for 1932, business 
sessions will be interspersed with enter- 
tainment in the form of a $100,000 Club 
banquet, golf tournament and boat trip 
on the gulf, embracing points of historic 
interest on the Bay of Biloxi. 


Following is the program: 
Monday Morning 
7:45 a. m.—Breakfast. 


Chairman, Walter E. Webb, Executive 
Vice-President. 

Address of Welcome—President Lay. 

“Our Company,” Vice-President Webb. 

Installation of President-Elect J. P. 
Farmer of $100,000 Club and club officers. 

“My Most Effective Sales Presentation 
and Why,” A. D. Hemphill, M. C. Laugh- 
man, R. W. Anger, C. A. Mooney. 

“Fundamentals of Success,” W. C. 
Brimley, supervisor of agencies. 

“Five Point Complete Protection in 
1932,” Biddle Combs, F. E. Davis. 

“The Company’s 1932 Recruiting Cam- 
paign,” J. B. Parker, agency secretary. 

Luncheon. 

Afternoon 


“The New Accounting System,” Ken- 
heth Mullins, assistant secretary. 

“How I Will Capitalize Unusual 1932 
Sales Production Opportunities,” C. C. 
Cc Con, F A. Hadley, L. A. Freed, Ed. Al- 
an 

“Profits from Organized Sales Presen- 
tation,” J. P. Harrison, agency supervi- 

ve. 

“How the Sales Representative Can 
Assist in New Organization—What It 
Profits Him,” S. N. Randolph, supervisor 
J Pe ies, J. K. Jordan, E. A. Karrer, 
+a, saw 
is “Practical Use of the Sales Preparation 
ourse in Our Agency,” J. S. Barrow, 
W. F. Smith. 

Dinner. 

Tuesday Morning 
. “New Problems of the Field Man and 
nderwriting Department,” Dr. W. A. 
— th, vice-president and medical di- 
“Finesse in Selling,” Freeman J. Wood. 

Ascendancy of Guaranteed Low Cost 
ife Insurance, * E, E. Lamb. 
™ “Increasing Life Sales with Complete 
— tion,” J. A. Kissinger, assistant 

clary. 

. ‘Presentation of Income Insurance,” 
"ae Milder, supervisor in Illinois. 

tow I wen Increase My Sales This 
oe G Wolfie, W. H. Fisher, I, A. 

me R. 7 Vetter. 

ompany Plans for 1932,” Vi - 
ens Webb, ice-Presi 
Cc hy Se on the Gulf of Mexico. 
ow lf Tournament. 
100,000 Club banquet. 
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A THRIFT WEEK SUGGESTION 


A well insured family 


can be wise spenders 


IT is not moved by fear for the future, 
nor need it indulge in reckless efforts to recover 
from catastrophes of the present. 


The man who is well insured is not responsible 
for keeping back good times. He can maintain 
his living standard and pay his bills without de- 
priving his family of protection. He can take 
advantage of favoring winds, for he has behind him 
the support of reserves. 


In times of stress life insurance is a strong 
anchor of safety. It becomes not only protection, 
but a source of credit as well. 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Life Insurance funds"paid to policyholders by this Company 
in 1931 will approximate 87 million dollars; by all 
companies, 2 billion 600 million dollars. 














6 THE NATIONAL UNDERWRITER 


January 8, 1932 





MAN’S GREATEST 


Benetactor 
+ 


LIFE INSURANCE 





Every year the comfort and security of thousands 
of homes is preserved; countless boys and girls 
are able to finish their education; scores of wid- 
ows are spared the drudgery of labor and mil- 
lions of children are saved from the solitude of 
orphanages because life insurance is there to pro- 
tect them. 


With such magnificent benefits accruing from a 
small investment it is no wonder that annually 
hundreds of thousands of American men and 
women are investing more and more in life in- 
surance. 


This acceptance of life insurance provides an 
excellent opportunity for men to engage in a per- 
manent, profitable, progressive business. It is a 
business whose success is limited only by your 
own ambition. 


The Great Southern has such an opportunity to 
offer a limited number of men. This company, or- 
ganized in 1909, is now operating in eleven states. 
It has assets of more than $40,000,000.00 and a 
su.. us protection to policyholders that is more 
than $4,000,000.00 greater than required by law. 


The agents contract direct with the company is 
most unusual and satisfactory. Let us give you 
complete details. Write the home office. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P.GREENWOOD - PRESIDENT 


HOUSTON TE XKAS. 





Cochran Gives Observations 
on Issues of Importance 





GIVES NEW YEAR’S MESSAGE 





President Pacific Mutual Life Com- 
ments on Some Current Problem 
of Business 





President Cochran of the Pacific Mu- 
tual Life in his annual New Year’s 
message comments on one or two of the 
important issues of the times as follows: 

“There has been too much talk about 
unemployment insurance. The use of 
the word ‘insurance’ in connection with 
unemployment is misleading and unfor- 
tunate, for, as a matter of fact, insur- 
ance in a scientific and practical way is 
utterly impossible in connection with 
unemployment. What is paid out must 
first be paid in, and to insure the people 
of the United States against unemploy- 
ment would probably take a premium 
more than the entire wealth of the coun- 
try could pay. A modified plan could 
well be set up by standard employers 
which would practically solve the prob- 
lem. If each employer, from the profits 
of the business and a modest contribu- 
tion from the employes, would provide 
a fund sufficient to pay to each em- 
ploye, and over a period of three years, 
25 percent to 50 percent of his salary, it 
would help immensely. This sum should 
be kept distinct and separate in liquid 
securities so as to be available when 
needed. This plan would be based on 
thrift and common sense. Each one of 
us should provide for old age and dis- 
ability, and there is no other sure way 
but saving and thrift. The only alter- 
native is the dole system, and that is 
bound to fail in the long run. We can 
no mcre insure prosperity than we can 
insure the weather. But we can prepare 
for adversity by using thrift and 
economy. 

“Taxation in this country has been 
running wild, and the sole cure is to 
curb public expenditures and care for 
only the essentials. Most of us person- 
ally have also been spendthrifts, and we, 
too, must learn to lay up in years of 
plenty and good health for the lean 
years that are sure to follow. 

“By reason of careful investment ac- 
cording to the strictest principles of the 
highest form of trust rules, our com- 
pany finds itself in strong financial po- 
sition with very little shrinkage in its 
assets and income and amply able to 
meet all its obligations in full and main- 
tain its reserves in perfect condition. 
Owing to heavy lapses, which are only 
natural under the conditions that have 
existed, we cannot increase our business 
in force as we have for many years past, 
yet our business is satisfactory and 
profitable.” 





Security Life Seeks Million 
From Wolfe and Corcoran 





The Security Life of Chicago has 
brought a million dollar damage suit in 
New York City against the actuarial 
firm of S. H. & Lee J. Wolfe and W. 
M. Corcoran, one of the partners, who 
conducted the famous joint examination 
of the company which was submitted to 
the Virginia corporations commission 
and not approved as official. Mr. Cor- 
coran was employed by the Virginia de- 
partment to conduct the examination. 
He was formerly actuary of the Con- 
necticut department. The Corcoran re- 
port was the subject of an important 
hearing at Richmond at which the Se- 
curity Life was represented by an emi- 
nent battery of legal and professional 
talent. The report, however, was not 


brought to light until it was filed with 
the federal district court at Detroit by 
the attorney general in the injunction 
suit brought by the Security Life to 
restrain Commissioner Livingston from 





revoking its license. George Gordon 
Battle, New York attorney, is repre- 
senting the Security Life in the Wolfe- 
Corcoran suit. 


N. Y. Life Club Rules 


Requirements for qualification to the 
$100,000 and $200,000 Clubs in the fall 
are announced by the New York Life. 
For the $100,000 convention, the agent 
must write five applications in each of 
the first six months, with not less than 
$50,000 of business on at least 20 differ- 
ent lives to be paid for by Aug. 15. 
Agents appointed after Jan. 1 must write 
five applications on at least three lives 
each month to June 30, the total 
amounting to at least $50,000 to be paid 
for by Aug. 15. Agents who do not 
write the minimum number of applica- 
tions each month must write $75,000 on 
at least 15 lives by June 30 and paid 
for by Aug. 15 will be eligible. 

The rules for the $200,000 Club are 
twice as severe. 


Carol Day Is Honored 


Carol C. Day, general agent at Okla- 
homa City for the Pacific Mutual Life, 
was awarded the honor of being most 
useful citizen in the community in 1931. 
The honor was conferred largely be- 
cause of signal effort put forth by Mr. 
Day in coordinating the work of charit- 
able agencies of the city into one great 
welfare and relief movement. 

For two successive years he was pres- 
ident of the Oklahoma Association of 
Life Underwriters and for three years 
was vice-president of the National As- 
sociation of Life Underwriters. He is 
the only general agent who has the dis- 
tinction of serving two successive years 
as president of the General Agents As- 
sociation of the Pacific Mutual. Mr. 
Day left this week for Los Angeles to 
attend a meeting of the general agents 
association Jan. 11. 





Sisserson Assistant Secretary 


J. F. Sisserson has been appointed 
assistant secretary in charge of accounts 
of the Mutual Benefit Life, succeeding 
C. G. Halsey, who retired Dec. 31. Mr. 
Sisserson has been Mr. Halsey’s assist- 
ant for a number of years and has been 
in the company’s accounting depart- 
ment since 1898. 


Hemmendinger Is Leader 


Max Hemmendinger, agent in Newark 
for the Mutual Benefit Life, paid for 
$1,430,500 in 1931, making him the com- 
pany’s leading producer in volume. He 
placed an additional $325,000 surplus 
business with other companies. 
Steler led the company in number of 
lives written, paying for $616,250 on 169 
lives. W.H. King of Lima, O., ranked 
second both in volume and lives, with 
$1,322,300 on 144 lives. 


Will Build Up Confidence 


To help build up optimism in the 
minds of the field men and the public 
and to start 1932 as a year of vigorous 
recovery the Western & Southern Life 
will celebrate the week of Jan. 18, the 
first anniversary of President Williams’ 
leadership, with a record-breaking busi- 
ness campaign. Directors of the com 
pany will speak throughout the field. 


Alabama Revenue Off 


MONTGOMERY, ALA,, Jan. 7—- 
Receipts of the Alabama insurance de- 
partment for 1931 totaled $973,113, com- 
pared to $1,047,865 in 1930, a decrease 
of $74,751, or a little less than 10 per- 
cent. 


People’s Aid Society Chartered 


A charter has been granted to the 
People’s Aid Society of Roanoke, Va» 
authorizing it to issue life endowment 
certificates to members. Dr, J. B. Clay- 
tor of Roanoke is president. 


—— a 





A. P. 
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Accept Disability, 
Dividend Changes 


Better to Amputate Finger Than 
Whole Arm, Northwest Man- 
agers, General Agents Say 


MUST SAVE STABILITY 


Claim Man Who Can't Sell His Con- 
tracts on Their Merits Has Missed 
His Calling 





MINNEAPOLIS, Jan. 7.—‘“No agent 
welcomes the cut in dividends; no agent 
welcomes the drastic revisions or with- 
drawals of disability clauses. But a ma- 
jority of agents agree that it is better 
to amputate a finger than wait until it 
is necessary to amputate the whole arm.” 
This statement, made by a prominent 
general agent here, epitomizes the views 
of a number of managers and general 
agents covering Minnesota and the Da- 
kotas. 

In an attempt to get the reaction of 
field men in this territory regarding re- 
cent changes in company dividend and 
disability practices, THE NATIONAL UNDER- 
WRITER made a canvass of those whose 
opinions represent the best in the north- 
west. One manager who represents a 
large eastern company here staunchly 
upheld the dividend cut of his company 
as a step enabling it to maintain the 
reputation it has held for years in meet- 
ing promptly and safely the cash de- 
mands of the policyholders. This type 
of loyalty is not uncommon among the 
offices here, and instead of registering 
complaints there has been a healthy re- 
action, best expressed by the statement 
of a successful manager who represents 
a middle western company. 


Many Still Producing 


“Any agent,” he declared, “who can’t 
reconcile himself to a sales kit minus the 
dividend and disability talking points 
has missed his calling, for there are 
agents—and their kind is legion—who 
have, still are and will continue to pro- 
duce large quantities of paid-for busi- 
ness on the merits of the contract and 
without recourse to these two features.” 

Another general agent drew a bright 
picture of what the results of these 
changes will be when prosperity returns. 
This general agent, in addition to his 
managerial responsibilities, has averaged 
$1,300,000 of personal business annually 
tor the past ten years. He explained 
that it takes no wizard to foresee that 
the very thing the companies seek to 
preserve through dividend cuts is the 
thing which will govern the sale of more 
life insurance than has ever before been 
written—life insurance as an investment 
with an AA rating. 


Wins Good Will of Public 


“Dividend cuts may be painful,” he 
said, “but dividend cuts are much pre- 
terred to the withdrawal of some of the 
policy loan and surrender features, 
which are among the mosi convincing 
policy features a life insurance salesman 
has to offer, and the exercise of which 
is largely responsible for the dividend 
cuts. True, the future will bring many 
misstatements and unfair competition 
'rom overzealous agents striving to get 
business, using as their weapon the divi- 
dend cuts of other companies. But here 
IS a two-edged sword. The agent who 
cant sell on the strength of the merits 
ot his contracts alone will find that this 
action on the part of some of our oldest 
and, strongest companies to protect the 
policyholder’s equity has won invaluable 
food will from the insurance buying 
Public. People will prefer to invest their 

(CONTINUED ON PAGE 21) 





Security’s Michigan Case 
Is Postponed to Jan. 25 





STATE IS DECLARED READY 





Counsel for Company Secure Delay of 
Argument on Motion Affecting 
Amended Petition 





Postponement of the Michigan hear- 
ing in the suit of the Security Life of 
Chicago to secure a permanent injunc- 
tion against Commissioner Livingston 
to prevent him from disturbing the com- 
pany in view of his notice of cancella- 
tion of licenses of the company and its 
agents there some time ago, was an- 
nounced this week. The action was 
taken in federal district court at Detroit 
on petition of counsel for the Security. 
The case is set for Jan. 25. 

The court Tuesday was to have heard 
argument on a motion of the Michigan 
attorney-general for leave to file an 
amended answer of Commissioner Liv- 
ingston in the Security’s injunction suit. 
It is this amended answer to which was 
attached the famous Corcoran report on 
a convention examination of the Secur- 
ity. 

It is possible that argument on the 
motion will not be heard after all on 
Jan. 25, but may go over until a later 
date. Advices from Lansing early last 
week were that the Security’s counsel 
moved for an adjournment of the case 
until April. The attorney-general’s of- 
fice opposed this long postponement as 
it was said to be fully prepared to fight 
out the issues involved at a_ hearing 
which was set for Jan. 11. 


Strong Array of Legal Talent 


The Security Life presented an array 
of legal talent which included Attorney 
A. S. Lytton of its generai counsel, Milo 
Crawford and J. O. Murfin of Detroit. 
The company urged the postponement 
in order that a year-end statement of 
its condition might be given considera- 
tion. Such a statement, of course, can 
not be prepared and filed before the 
date now set. It was further contended 
that Judge Murfin, a regent of the Uni- 
versity of Michigan, who has just been 
retained as counsel, has not had time 
to familiarize himself fully with the case. 
He told the court, also, that he must 
appear in some other important litiga- 
tion which will interfere with his rep- 
resentation of the Security at this time. 


Eger Represented the State 


P. G. Eger, assistant attorney general, 
maintained that a lengthy postponement 
such as is asked by the company is un- 
justifiable. He intimated that if the 
company’s condition is as represented by 
the so-called Corcoran report, a copy of 
which has been filed to support the 
state’s motion for permission to file an 
amended brief, the department’s action 
should not be further delayed. Injection 
of a new statement of condition as of 
Dec. 31, 1931, would further complicate 
the situation, he also emphasized, and 
would virtually force the department to 
conduct a new examination to determine 
the reliability of the new figures and 
to determine the exact status of the 
company. 

The company’s counsel endeavored 
to place the Corcoran report in a bad 
light by referring to the fact that it had 
been rejected and suppressed by the 
Virginia corporations commission. 





Proceedings Now Available 


The proceedings of the annual confer- 
ence of the Life Office Management 
Association, which was held in Toronto, 
are now available. Copies may be ob- 
tained by nonmembers for $5 through 
F. L. Rowland of the Lincoln Na- 
tional Life at Fort Wayne, Ind. 





Program for Indiana Day 
Jan. 19 Nearly Completed 





CLARIS ADAMS TOASTMASTER 
Commissioner Kidd, C. O. Ransom, 
C. E. Rickerd, J. E. Bragg, L. C. 
Kigin, John Lloyd to Appear 





The program for Indiana Insurance 
Day to be held in Indianapolis Jan 19 is 
shaping up. In addition to Vash Young, 
author and agent of the Equitable Life 
of New York at the home office, prin- 
cipal speaker at the banquet, other 
speakers have been definitely secured. 
Claris Adams, vice-president American 
Life of Detroit, will be toastmaster at 
the banquet. J. E. Bragg, professor of 
insurance in New York University, will 
conduct an all-day school for the life 
underwriters, interspersed with brief ad- 
dresses, including Elbert Storer, presi- 
dent of the National Association of Life 
Underwriters, and L. C. Kigin of Terre 
Haute, president of the Indiana Asso- 
ciation of Life Underwriters. 

C. E. Rickerd, advertising manager of 
the Standard Accident of Detroit, will 
address the fire and casualty group on 
“Local Agency Advertising,” and John 
R. Dumont, manager of the Interstate 
Underwriters Board, will give an ad- 
dress on the plan of operation of that 
organization. 

The morning session of the fire and 
casualty section will be held under the 
auspices of the Indiana Association of 
Insurance Agents as its mid-year con- 
ference. C. O. Ransom, president of 
the Cleveland Insurance Board and na- 
tional councillor for the Ohio Associa- 
tion of Insurance Agents, will be spokes- 
man for local agency interests and a 
home office representative, not yet 
named, will speak for the companies. 

John Lloyd of South Bend will talk 
on premium financing and Commissioner 
John C. Kidd of Indiana will be fea- 
tured. 

Annual meetings of the Indiana Fed- 
eration and the Indiana Association of 
Life Underwriters will be held at ap- 
pointed times during the day. 


Retirement Income Policy 





Home Life Announces the Important 
Features and Cost of Its New 
Contract 





The new retirement income policy of 
the Home Life of New York was pre- 
sented to general agents at their meet- 
ing by W. J. Cameron, vice-president 
and actuary, the contract is purchasable 
in units of $100 annual premium. Usu- 
ally the policyholder designates the age 
at which he will begin receiving pay- 
ments, but this may be altered, the only 
change being in the amount available 
for annuity payments. The amount of 
income per month per $10,000 of ac- 
cumulated fund is: age 55, $66; age 60, 
$75.60; age 65, $87.50. In building up 
this fund, $100 a year will in 20 years 
accumulate $2,561; 30 years, $4,675; 40 
years, $7,657; 50 years, $11,863. Divi- 
dends may be used to augment the fund. 
Assuming the present scale this would 
add to the above figures as follows: 20 
years, $497; 30 years, $1,393; 40 years, 
$3,117; 550 years, $1,261. Cash sur- 
render values begin at the end of the 
first year after payments begin. The 
death benefit is never less than the 
amount paid in and is larger after the 
seventh year, after which time the death 
benefit and the cash surrender value are 
equal. There is also a guaranteed cash 
refund option assuring return to the 
policyholder or a named beneficiary of 
the retirement fund. This may be had 
by slightly reducing the annuity pay- 
ments, 





Suicide Mortality 
Is More Hopeful 


Experience in 1931 Found Only 
Slightly Above Normal 
Rate 


CONSIDER LIFETIME BAR 


Weeding Out Process Among Persons 
of This Type Is Considered 
Salutary Result 


NEW YORK, Jan. 7.—The improve- 
ment in suicide mortality in the last six 
months of 1931 was such that for a 
number of representative companies the 
rate was only slightly above normal. In 
some quarters it is believed that the 
next few years will see decidedly better 
than average mortality from this cause. 

In the years just after the influenza 
epidemic it was found that the death 
rate was considerably lessened, undoubt- 
edly as a result of a weeding-out process 
among those most likely to be struck 
down by disease. Exceptions occurred 
as with suicide, but there is more simi- 
larity between suicide and other causes 
of death than is usually supposed. 


Weeding Out Process 


The weeding-out process among sui- 
cides that would have been spread over 
the next few years has been jammed 
into the last two years. There are a 
good many reasons to believe that most 
of those who are of the type to commit 
suicide when faced by misfortune have 
already done so and that the improve- 
ment in the death rate from this cause 
will be even more marked in 1932. 

Practically all the suicides in excess 
of normal during the last two years are 
laid to panic conditions rather than to 
any trend toward moré suicides, never- 
theless more and more companies are 
taking up the two-year clause and in 
certain isolated instances there has been 
agitation for a three- or five-year clause, 
or even a permanent suicide exclusion 
clause on the analogy of the aviation 
exclusion rider. 


Consider Permanent Exclusion 


The court ruling permitting the latter 
limitation of coverage is sufficiently 
broad, it is believed, to cover a per- 
manent suicide exclusion in those states 
which have followed the New York in- 
terpretation on this point. There are 
many states which have not followed it, 
however, and getting the laws changed 
in those states might be a long and com- 
pliacted task. 

Life companies are not unmindful of a 
possible boomerang reaction in the way 
of increased claims from fraudulent acci- 
dental death claims, so that on a double 
indemnity policy they would have to 
pay double instead of nothing. There 
have been enough of these doubtful acci- 
dents to indicate how expensive they 
might be if suicides were more heavily 
penalized than now. 


Discuss Convention Plans 


A joint meeting of the officers and 
executive committees of the San Fran- 
cisco and East Bay Life Underwriters 
Association was held in Oakland, Cal., 
Jan. 7., to discuss plans for the enter- 
tainment of delegates to the convention 
of the National Association of Life Un- 
derwriters, which is to be held in San 
Francisco Aug. 14-19. The meeting was 
called by Ben F. Shapro, president of 
the San Francisco association, and Tom 
Cox, president of the East Bay organi- 
zation. 
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CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 


Wilmington, Delaware 


ORIGINATORS OF THE FAMILY INCOME POLICY 





ANNUAL STATEMENT 
December 31, 1931 


Assets - - - - $14,442,604 
114% of liabilities 
Liabilities - - - 12,718,894 


Only 88% of assets 





Excess of Assets {Sarital §, 637.530} 


14% more than liabilities 


$1,723,710 


New Insurance - - : $20,066,682 


86% in policies of $5,000 or more 


Insurance in Force - - - $107,941,587 


305% as much as ten years ago 








LISSEN, BILL-- 


This Little Picture is Significant, and capable of dif- 
ferent interpretations and applications, but let’s 
just call it “America’s Favorite Pastime” — 


As a New Game it swept the Country in 1930, and it 
seemed that almost Everybody played it to the 
Limit—millions of Policyholders and Unfortu- 
nate Investors were on the Playing End, while 
Life Insurance companies took care of the Pay- 





ing End— 


We could wish that You had been with us throughout the year to 
observe how a Conservative Company meets Emergencies—to 
share in the Field’s Prosperity as it went industriously about plac- 
ing New Business on the Books and guarding the interests of Old 
Policyholders— 


It’s too early to be definite with figures but, when you are reading 
this, the Company’s Financial Statement will be on the press, re- 
vealing a 1931 showing that will be of Policyholder and Agency 
interest— 

Send for your Copy, and determine to become affiliated with a Com- 
pany which has demonstrated that it Knows how to Handle Emer- 
gencies and Hold Its Own— 


Two new and vividly interesting booklets, “As Far as George Could 
Go” and “Too Much Territory,’ will help you decide your own 
Proper Course— 


Tell it all in your first letter. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


HEALTH ACCIDENT 


LIFE 














Gem City Life Is Planning 
’ to Transfer Home Office 





REMAINS OHIO CORPORATION 





Executive Office Will Be Moved to 
Charleston, W. Va., Next Spring 
and Name Changed 





The Gem City Life of Dayton, O., 
which has announced it will meve its 
executive offices to Charleston, W. Va., 
some time in the spring will remain an 
Ohio corporation and maintain an office 
in Dayton. The Dayton office will take 
care of much of the special Ohio busi- 
ness. 

Directors have approved plans to 
move the offices and to ask the stock- 
holders to change the name of the com- 
pany to the Union National Life. A 
meeting of the stockholders has been 
called for Jan. 26, to act upon the rec- 
ommendation. 

The company is issuing no new stock 
but a group of Charleston business men, 
operating through the Charleston Na- 
tional Bank, purchased Gem City Life 
stock held by individuals, and with a 
number of Ohio stockholders, now con- 
trol the company. It is not known what 
may take place when the company is 
under control of the new board but it 
is not expected that any change will be 
made in the major executive offices. 

The company has purchased for its 
home office building in Charleston the 
Union Building there at a price said to 
be about $300,000. The building has 
been earning about 6 percent on a valua- 
tion of $400,000 and has been appraised 
by one of the large insurance companies 
at $411,000. 

Just when the home office will be 
moved to Charleston has not yet been 
determined but it is expected that the 
details will be worked out by the first 
of February. 


New England Mutual Gains 


December proved to be an all-time 
record month for the New England Mu- 
tual, with $20,510,000 paid business, an 
increase of $1,029,000 over December, 
1930. Business in force is $1,307,000,000. 
Gain for the year was $1,795,000, an 
increase of 1.35 percent. 


Position on Employment Insurance 


The United States Chamber of Com- 
merce has made public its position on 
compulsory unemployment insurance. It 
takes the position that the nature of in- 
surance makes it intrinsically unsuitable 
for use to meet existing unemployment, 
for the reason that reserves have not 
already been set up. It concludes that 
unemployment is not, from an insurance 
point of view, a practical field for gov- 
ernmental intervention. Government 
compulsory insurance where it has so 
far been tried in Europe has proved in- 
adequate through lack of sufficient re- 
serves and has inevitably led to outright 
government payment, as in the English 
dole. It has thus engendered and en- 
couraged unemployment. 


Confer on Inter-Southern 


A conference of the commissioners ‘of 
Kentucky, Indiana, Arkansas, Tennes- 
see and Oklahoma was held this week 
in Memphis, Tenn., regarding the ex- 
amination of the Inter-Southern Life, 
made last spring. The group of com- 
missioners will give consideration to the 
report of that examination and deter- 
mine what, if anything, should be done 
toward reopening the examination and 
valuing certain securities. 


The New York Life’s Chicago clearing 
house branch, Frederick Bruchholz, 


agency director, did more business last 
month than December, 1930, making the 
fourth successive month in which gains 
have been made over 1930. 





DeLapp Chosen Manager 
of Missouri State Branch 


——- 


PERSONAL PRODUCER NAMED 





Vacancy in Chicago Office Goes to 
Agent With Company Since 
Fall of 1925 





A. A. DeLapp of Evanston, IIl., since 
1925 the leading personal producer of 
the Chicago office of the Missouri State 
Life, has been appointed manager. Mr. 
DeLapp was in St. Louis this week to 
confer with Vice-president John J. 
Moriarty, head of the agency organiza- 
tion. 

Since he first entered the Missouri 
State Life’s agency organization in Sep- 
tember, 1925, Mr. DeLapp has shown 
ability to produce a large volume of 
good business. He has been a member 
of the Quarter Million Club since 1925. 

Born at Auburn, Ind., in 1891, Mr. 
DeLapp was educated in the grade 
schools of that city and later graduated 
from Hillsville College in Michigan in 
1914 and took a post graduate course at 
Northwestern University in 1915. 

Prior to entering life insurance he was 
the senior engineer of C. E. Knoebbel, 
industrial engineers, New York City. 
This concern specialized in management 
problems and in this connection Mr. 
DeLapp gained excellent experience that 
should aid him materially in his new 
position as Chicago branch office man- 
ager. 


United Pacific-Northern Life 


The United Pacific Life of Seattle is 
being merged with the Northern Life 
of that city. The United Pacific started 
business in May, 1930, and now has 


$7,500,000 insurance in force. The 
Northern Life has about $100,000,000 
in force. 


Roscoe M. Drumheller, a trustee of 
the United Pacific Life and chairman of 
the board of the United National Cor- 
poration, which controls that company, 
is to become a member of the board of 
the Northern Life. H. O. Fishback, Jr. 
and J. P. Fordyce, vice-president of 
United Pacific Life, will join the official 
staff of the Northern as assistant vice- 
president and assistant agency super- 
visor, respectively. 


Request Proceeds in Gold 


Some agents these days are being re- 
quested to have the stipulation inserted 
in the policy that proceeds shall be paid 
in gold. These requests are being trans- 
mitted to home offices. Probably the 
best and simplest answer is that the 
companies would not be permitted to 
enter such an agreement because of the 
anti-discrimination laws. 


Taylor to Give Talk 


Charles G. Taylor, Jr., third vice- 
president Metropolitan Life, will ad- 
dress the Indianapolis Rotary Club Jan. 
19, Indiana Insurance Day. 


Eckstone Resigns in Illinois 


Sidney S. Eckstone, [Illinois state 
manager for the Girard Life at Chicago 
for four years, has resigned. Tempor- 
arily, until the company appoints a suc- 
cessor, Mr. Eckstone is remaining ™ 
charge. Minor Morton, supervisor 0! 
agencies at the home office, is in Chi- 
cago making arrangements to select 4 
man. 

Mr. Eckstone’s action comes as 4 
surprise ,for he set a fine record with 
the Girard, in his first year paying [or 
$1,700,000, a very large increase over 
the office’s previous production. In the 
three succeeding years he paid for not 
less than $1,200,000 annually. Mr. Eck- 
stone, it is expected, before long will 
announce a new connection, as he '5 
considering a number of offers. 
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FARM HOLDINGS ARE 80 PERCENT SOLVENT 








(CONTINUED FROM PAGE 3) 


To be available for sale farm land 
must be kept in a state of productivity 
and habitability. 

Farm lands in the corn belt are gener- 
ally conceded to be the most valuable. 
One Hartford company made a detailed 
survey of this section and classified its 
farm holdings into three major divisions. 


Located Favorably 


The first included land which at one 
time or another had been productive and 
which, with care and intelligence, could 
be brought back in fertility. It was land 
which was located favorably in its prox- 
imity to paved roads and centers of 
population. 

In the second division were lands 
doubtful in these respects; lands which, 
nevertheless, had not been exhausted, 
and which, through various combina- 
tions of advantages or disadvantages 
gave no definite assurance of being 
profitable to an ordinary family, but 
which might, under careful management, 
attain that end. 

The last division included farms that 
gave no evidence whatever of carrying 
their own weight, properties which had 
either retrogressed so that it would be 
impossible to revive them or properties 
which never would produce a profit ex- 
cept in time of abnormally high com- 
modity prices. 


Ohio and Indiana 


“The land in northern and southern 
Indiana,” one executive says, “and in 
northwestern Ohio, wherein the bulk of 
our trouble lies is not suited to the rais- 
ing of so-called row crops except corn, 
and that only in spots. It loses its fer- 
tility easily under abuse or misuse, will 
wash if not carefully tilled and without 
the continued injection of humus and 
fertilizer it will rapidly lose its produc- 
tive qualities. It likewise pulverizes, be- 
comes sour and is not adaptable to rais- 
ing of forage crops. We were, there- 
fore, faced with technical agricultural 
problems in approaching these lands. 

“We found that the farms which we 
were forced to take over had been 
abused. For many years, due to the 
government’s war urge to grow grain to 
the exclusion of all else, the farmers 
had, as a class, and particularly those 
who had gotten into trouble, disposed of 
their animals and devoted themselves 
exclusively to the raising of guaranteed- 
price cash crops. As a result such farm- 
ers found themselves faced with three 
definite obstacles. 


Low Price of Grain 


“First, and most apparent, was the re- 
action of the prices of grains, hitherto 
guaranteed, which prices had fallen to 
below pre-war levels. Second, the 
farmers had greatly increased their bur- 
den of debt, both land and tax. This 
was due primarily to the urge to culti- 
vate new lands and the orgy of public 
spending. Third, they found that due to 
the disastrous program of raising only 
money crops and of having disposed of 
livestock they had, in a large measure, 
lost fertility. 

“In many instances the farmers had 
become so disgruntled and discouraged 
that they had abandoned their farms 
Without notice and it was in this condi- 
tion that we found many of our proper- 
1€s. 

. The necessity for attracting capable 
farmers to these lands was paramount. 
A capable farmer will not be attracted 
aon ly by a liveable house. He looks to 
the productive qualities of his lands first 
of all, as would any manufacturer look 
to the productive capabilities of a fac- 
tory and the machinery in it. There- 


lore, in taking a long range view, we 
decided that of the two problems, land 
or buildings, the land was basically the 
more important and C 
along these lines.” 
Those thoroughly familiar with the 


we have worked 


farm land situation in the western sec- 
tion of the United States see signs of a 
basic change in the attitude of the 
farmer. 

The farmer there is beginning to real- 
ize that he is in a far better position 
than the city worker who is either out 
of employment or whose employment is 
uncertain. The farmer has shelter and 
adequate food. 


An insurance executive in Hartford 


| who has recently returned from a trip 
of many thousand of miles through the 
farm land of the west also states that 
there has been a rush of city workers to 
the country in search of farms. 

“In the comparatively near future,” he 
said, “a change in farm land values, as 
reflected by actual cash purchases will 
occur. As an indication we have at least 
ten applications for rental of every farm 
that we own. We are able to make a 
careful selection and obtain a far better 
type of tenant than in the past. With 
that in mind we have stiffened our leases 
so that there is now little or no danger 
that our assets, as represented by these 
farm lands, will suffer through the will- 
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ful neglect or inefficient operations of 
poor tenants.” 

“There is no way of appraising a farm 
today except by neighborhood opinion,” 
he said in answer to a question. “Our 
farm mortgages are long term invest- 
ments and, as such we have no worry 
about their intrinsic worth. We are con 
cerned only in interest received on our 
investment, and we have lost little of 
that.” 

The farms owned by the company are 
in no manner to be considered as a 
loss. They are being operated by the 
company which readily admits that it 
has been forced to go into the farming 
business. Some are being operated at a 
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and are Working. 


“WORKING 


You have often heard of Selling Plans that Work. The 
Organized Sales Plans of the Minnesota Mutual are 
really Working Plans that Sell. 


They include a complete schedule for each week’s work 
and have helped to make 1931 production for the Com- 
pany, exclusive of Group Insurance and Reinsurance, 


99.9% of the same period of 1930. 


The result is that the Field Men with the Minnesota 
Mutual on the average, have not accepted a salary cut in 
Their Working Plans have been 


Are you interested? 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 
Let Us Tell You Which Are the Best Counties and Why. 
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CHARLESTON, WEST VIRGINIA 
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loss but most are iadien operated at a 
profit or in such manner that the com- 
pany is breaking even. 

Many thousands of dollars have been 
spent by the company in renovating 
properties known to be worth-while. 
These expenditures are, quite justly, 
added to the book value of the farms in 
the company’s portfolio. It is antici- 
pated that these farms will some day be 
sold by the company for a substantial 
profit. 

me ind any industry, with the possible 
exception of the public utilities,” one 
executive said, “that is better than 80 
percent solvent under present business 
conditions.” 


Business in Force 
Increases Dwindle 


(CONTINUED FROM PAGE 3) 


panies, and with the sole exception of 
one loan of $3,000, no interest is over- 
due. Analysis of the statement shows 
that the company continues to maintain 
its outstanding position as one of the 
strongest life companies. 

The Penn Mutual is one of the first 
large companies to give definite figures. 
Its new business last year amounted to 
$207,725,931 as compared with $293,291,- 
267 for 1930. Its insurance in force 
shows a decrease of $2,658,944 as of 
Dec. 31. 

The Northwestern Mutual Life paid 
for $297,000,000 in 1931 compared to 
$337,854,262 in 1930 while its insurance 
in force increased $47 900,000 last year 
and $142,231,185 in 1820. The Western 
& Southern Life had a good year, writ- 
ing $47,094,114 new ordinary business in 
1931 compared to $40,845,000 in 1930. 
Its new industrial business totaled $171,- 
582,000 in 1931 and $145,791,708 the year 
before. Its insurance in force increased 
$10,469,000 on ordinary and $700,000 on 
industtial in 1931 while a $3,542,000 in- 
crease was made in ordinary and a $27,- 
851,000 decrease in industrial in 1930. 

The Mutual Benefit’s final 1931 fig- 
ures show $167,545,596 paid for on 
31,180 lives. 

Manufacturers Pays for $69,000,000 


The Manufacturers Life of Canada 
paid for $69,000,000 new business last 
year and $74,930,000 in 1930 while its in- 
surance in force increased $12,000,000 
last year and $25,503,000 in 1930. The 
3usiness Men’s Assurance paid for $34,- 
107,083 in 1931 and $2,151,000 the year 
before, its insurance in force increasing 
$2,003,000 last year and $4,058,000 in 
1930. 

The Equitable Life of Iowa paid for 
$63,248,000 new business in 1931 and 
$75,162,000 in 1930. It reports a $4,263,- 
000 increase of business in force last 
year compared to $26,544,000 in 1930. 
1931 new business of the Acacia Mutual 
totaled $37,595,000, the 1930 figure being 
$50,627,000. Insurance in force increased 
$5,296,000 in 1931 and $21,197,848 the 
previous year. The Continental Assur- 
ance paid for $33,500,000 new business 
in 1931 and $40,372,578 in 1930. Insur- 
ance in force was increased $5,000,000 
last year and $16,647,000 in 1930. 


Travelers Has Good December 


Premiums received front life insur- 
ance by the Travelers in 1931 amounted 
to $109,723,000, exceeding h- $3,604,000 
the record of 1930, which was a new 
high. New life insurance paid for dur- 
ing the year was more than $700,000,000. 

The cash income from premiums for 
1931 for the three Travelers’ companies 
was more than $184,974,000 and the total 
income exceeded $216,829,000. The pre- 
mium income of the group was greater 
than in 1929 and was only negligibly 
less than in 1930. 

In cash premium income December, 
1931, was the largest month in the Trav- 
elers’ experience and the last day of 
December was the largest day in cash 
premium income, funds reaching Hart- 
ford on that day exceeding $4,000,000. 

The Connecticut Mutual Life shows 
$17,959,780 of insurance issued in De- 
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cember. This compares with $11,413,998 
for December, 1930, an increase of 57.35 
percent. The week of Dec. 17, when $4,- 
687,266 was issued, was the largest week 
in its history and December was the 
biggest month since the Connecticut 
Mutual was organized in 1846. For the 
past three months its issued business 
has exceeded that for the corresponding 
months of 1930. 

The Connecticut Mutual reports more 
than $105,000,000 paid for in 1931. 


Detailed Figures Given 


The Northwestern National Life de- 
tailed annual figures show: Insurance 
outstanding, $360,223,946; new business, 
$66,982,515; assets, $45,920,327; gain in 
assets, $3,907,655; ooutianames reserve, 
$1,000,000; profits for distribution to 
policyholders, $2,310,935; surplus to pol- 
icvholders, $2,751,882. 

The insurance outstanding increased 
from approximately $350,000,000 a year 
ago. The $66,982,515 new paid-for busi- 
ness produced during the year repre- 
sented a decrease of only 7 percent from 
1930. 

The Phoenix Mutual Life not only 
shattered its all-time new business rec- 
ord for December but its volume for the 
final quarter was $23,179,000, exceeding 
1930 by 7 percent—a gain of nearly $1, 
500,000. 

December paid for business of the 
Bankers Life of Iowa was $8,059,638, 
the largest month’s volume in 1931. The 
Commonwealth Life now has $119,000,- 
000 insurance in force and assets of over 
$14,000,000. 

The Great American Life of Texas 
ended its first nine months with more 
than $2,500,000 business in force. 

The Provident Mutual in its report 
shows new business $109,525,644 exclu- 
sive of revivals and increases. In 1930 
the figure was $122,176,643. Its in- 


crease in insurance in force is $14,136,- 
215. 


Great Confusion 
as to Valuations 


(CONTINUED FROM PAGE 3) 


made for companies whose home states 
allow average values. 

Michigan and Minnesota seem to be 
the only states which will not accept 
anything except June 30 figures. Com- 
missioner Livingston states that any 
other basis will not be acceptable to him. 
Commissioner Brown of Minnesota will 
not permit anything except average v al- 
ues, but he reserves the right to call for 
Dec. 31 values when considered neces 
sary. 

Commissioner Van Schaick of New 
York has clarified his position in one 
respect. He will permit companies at 
their option to use Dec. 31 values, but 
the company submitting such values 
must also submit a schedule as of June 
30. 

Many states have not announced their 
decisions. The utmost confusion seems 
to prevail. In some states June 30 val- 
ues only will be accepted; in others De 
31 only; in some states if Dec. 31 15 
submitted, June 30 must be submitted 
also. Thus, it appears that practically 
all companies will have to make up tw’ 
sets of figures. 

There are many companies which are 
vigorously opposed to the use of June 
30 figures. They have said all along 
that they would use only Dec. 31 fig- 
ures and that if any insurance depart- 
ment objects, they will make a legal 
issue of it. 

It is very likely that the valuation 
question will produce insidious compe- 
tition in the field. Companies will prob- 
ably be known as Dec. 31 companies oF 
June 30 companies. Perhaps companies 
can get by with June 30 figures, but 
under the requirements of many of the 
states, in connection with any publi ica- 
tion of their statement, the basis of val- 
uation must be cited. Thus, those com- 
panies which use Dec. 31 figures, w! 
make invidious comparisons with June 
30 companies. 
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Home Life’s Sound | 


Position Set Out 


(CONTINUED FROM PAGE 1) 


New business is less than in 1930, Mr. 
Fulton said, but it has held up remark- 
ably well and insurance in force shows a 
substantial increase. He enumerated the 
various policies in the Home’s kit and 
said that they offer a wide range for the 
buyer. 
_Mr. Fulton said that the Home is con- 
tinuing to grant total and permanent 
disability on a liberal basis to those 
classes which have proved to include the 
best disability risks. 

“The ability to do things generally 
has back of it the courage not to do 
things,” Mr. Fulton declared. “Most of 
the liberal things we do today are made 
possible by our not having done some- 
thing unsound in the past.” 


Dividends Continued 


A conservative investment policy and 
sane underwriting make possible the 
continuation of policy dividends, he said. 

“Some times there is a tendency to 
confuse rashness with courage,” Mr. 
Fulton declared. “It has been amply 
demonstrated in the last two or three 
years that the popular thing and the 
temporarily liberal attitude is by no 
means always the sound thing for the 
long pull. It does not take courage to 
run with the pack. It has taken courage 
to decline to do some things and from 
that courage comes the further courage 
to do some sound constructive thing in 
the future.” 

Mr. Fulton predicted that 1932 will be 
a good year for those who make it a 
good year. Public appreciation of the 
value of life insurance is at high tide, he 
said. Millions of people who have tem- 
porarily had to drop life insurance are 
ready to replace it as soon as their per- 
sonal adjustments to the present situa- 
tion_have been completed. 

“Faith in ourselves and in our busi- 
ness, and pronerly directed effort will 
bring results.” 


W. J. Cameron’s Message 


Vice-President W. J. Cameron em- 
phasized that there is a community of 
terest between the home office organi- 
zation and the field and that there is no 
line of demarcation between them. 

C. C. Fulton, Jr., superintendent of 
agencies, said that the new simplified 
plan for agents and the guide to profit- 
able agency building for general agents 
sets forth in the simplest terms the 
'undamental processes which experience 
las demonstrated will bring success in 
selling and agency building. 

_The Home, according to Alan B. 
Voran, assistant superintendent of 
gencies, has relieved the general agent 

‘much responsibility as to the details 

' agency administration by sending 
cach month to each general agent an 
analysis of the production, including 
agents and business of the agency, a 
‘onservation summary as well as finan- 
cial, A summary for the year in these 
three directions is also being given to 
the general agent. 


Aiding Conservation 


The Home will soon introduce new 
‘ystems to aid conservation, new sales 
kits tor the new agents and a new ex- 
erience record. The purpose of the 
_ othce is to make it necessary for 
‘ne general agents to spend as little time 
‘S possible in activities other than pro- 
‘uring of new man power and carrying 
lorward sales activity. . 
Dr. G. E. Woodford, associate medi- 
al director, said that it has been the 
-ompany's practice to know individually 
Ss eXaminers, bringing them to a rea- 
zation of the company’s problems and 
‘rousing their interest. A staff of loyal 
anal examiners has been created, 
he said. 


. Leigh Cruess, head of the underwrit- 


ing department, said it is just as much 
.° the interest of the agents as to the 


of “Insurance” and is also insurance 
adviser of the General Federation of 


cent of the business is being issued on 
the same day that completed papers are 
received. “Our object,” he said, “is to 
issue every clear case at the earliest pos- 
sible moment and clear up every doubt- 
ful case with the greatest possible speed.” 


Life Presidents’ Proceedings 
Set Record for Expedition 





Printed proceedings of the 25th anni- 
versary convention of the Association of 
Life Insurance Presidents in New York 
City, on Dec. 10-11, were issued last 
week. Copies of the volume, which 
contains 278 pages, were mailed to ex- 
ecutives and agents, supervising officials, 
libraries, health organizations, insurance 
journals and daily newspapers in the 
United States and Canada. 

Comprising both a record of the de- 
liberations at the convention and a 
cumulative index of the printed proceed- 
ings during the association’s 25 years of 
activity, the volume also contains a com- 
plete catalogue of the various pamphlets 
available at its office for free distribu- 
tion. 

The attendance list for the December 
meeting shows that 632 members and 
guests were present, the largest number 
ever attending an annual meeting. These 
included executive officers representing 
118 life companies. 


Holland Denounces Stock Juggling 


Stock juggling and pyramiding of life 
companies were denounced by Joseph 
F. Holland, former deputy insurance su- 
perintendent of Missouri, in an address 
before the Cooperative Club of St. 
Louis. 

Mr. Holland pointed out that the ex- 
ploitation of insurance companies is 
made possible by a Missouri statute 
which permits an insurance company 
to invest in the stock of another com- 
pany. This law, which he said should 
be repealed, does not permit a company 
to control the majority of stock in an- 
other life company, but he pointed out 
it is often possible to gain working 
control of a company through the own- 
ership of a large block of minority 
stock, because the majority of the stock 
may be scattered among thousands of 
individuals in various parts of the coun- 
try. 


Southland Life Managers Meet 


District managers of the Southland 

Life met in Dallas for a two-day session 
the closing week of the old year, to dis- 
cuss with home office officials plans for 
1932. Company executives addressing 
the meeting included P. V. Montgomery, 
Lorry Jacobs, P. N. Thevenet, W. E. 
Talbot, Harry Seay and Clarence Linz. 
Among the agents making brief talks 
were A. C. Bayless, Tom Snow, Jerry 
Smyth and Phil Aimer. 
Reports from various managers indi- 
cated that the outlook for 1932 is 
brighter than it was for 1931, when the 
company held its business up to nor- 
mal marks. 


Plan West Indies Trip 


The 1932 “All-Star” convention of the 
Business Men’s Assurance will be held 
either in Havana or Bermuda. All 
meetings of the organization will be held 
on the steamer, with recreation at the 
end of the line. 





Women’s Insurance League 


NEWARK, Jan. 7.—The League of 
Insurance Women, of which Miss Alice 
Lakey of this city is president, is meet- 
ing today at the Waldorf-Astoria, New 
York. Miss Lakey is business manager 


Women’s Clubs. 
A. M. Johnson, chairman of the Na- 


tional Life, U. S. A., has been elected 
a director of the Continental Illinois 





home office that poor business should 
t be accepted. He said that 70 per- 








Bank & Trust Co. of Chicago. 





CLEAN 
SLATE 


1931 lies behind .. . all soiled, frayed, tattered and 


Before you is the clean slate of 1932. What record 
will it bear for you when the year has passed? Will 
it be a record of achievement or one of regret? 


The Midland Mutual Life Insurance Company offers 
its representatives golden opportunities for business 
during 1932. The pioneering spirit of this Company 


has always placed it foremost in the field with new 
policy contracts—well in the center of the road of 


For information concerning agency opportunities ad- 


The Agency Department 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises” 
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Need for Keener Political Sense 


AT THE meeting of the ASSOCIATION OF 
Lire INSURANCE PRESIDENTS there were 
some facts presented that could well en- 
gross the minds of us all. They had noth- 
ing to do with insurance primarily but 
they had much to do with every business 
and every man in a larger way. For in- 
stance some of the speakers called atten- 
tion to the constant increase in taxes due 
to the extended expenditures in national, 
state, county, township and municipal gov- 
ernments, school districts, etc. One out of 
every 17 people is drawing his pay from 
the public treasury. That is out of all 
proportion to what it should be. Taxing 
bodies must be curbed. There are too 
many bureaus, too many people connected 
with the government, too much paternal- 
ism. We are becoming a nation of tax 
payers and are not getting our money’s 
worth. 

Vice-President ALFrep Hurrett of the 
PRUDENTIAL criticized the present direct 
primary system for nominating candidates 
for office. He said that this system had 
forced men to seek office rather than the 


office seek the men. It has brought into 
public life the unqualified and unfit. It 
has kept away from public office men who 
should be there and has resulted in 
many governmental evils. 

Vice-President BaNcrorr GHERARDI of 
the AMERICAN TELEPHONE & TELEGRAPH 
Ca, in his address said that the Bell sys- 
tem pays $84,000,000 a year in taxes. He 
stated that in making up the budget for 
next year his corporation knew that one 
item would be increased and that would 
be taxes. 

Senator CApper of Kansas said the time 
had come to bury extreme partisanship. At 
present he said that one party is trying to 
prevent others from doing anything. 
Therefore any constructive move by one 
party is blocked by another. Mr. Hur- 
RELL took the ground that business men, 
high grade citizens and thinking people 
must take a deeper interest in political and 
civic affairs in an attempt to bring about 
conditions that will attract more conscien- 
tious, more able and more substantial peo- 
ple to public office. 


Competition in Service 


LiFe insurance companies are doing con- 
structive work in the field in offering 
various plans to enable people to carry out 
their life program. While competition has 
always been aggressive and life agents 
have probably used unfair methods at 
times, yet as a whole the selling methods 
are comparatively clean. President Park- 
INSON of the Eguitaste Lire of New 
York, in his talk before the AssocIATION 
or Lire INSURANCE PRESIDENTS, stated 
that company is not pitted against company 


as such today. Neither is section lined up 
against section. 

He called attention to the new order of 
competition among life companies today. 
There are no longer the cut throat tactics 
of many years ago. Companies are co- 
operating on the essentials. They have 
in mind well ordered procedure. Mr. 
PARKINSON again emphasized the fact that 
life insurance companies now are only 
“competitors in service.” It is something 
of a business millenium. 


Army of Life Insurance Agents 


Ir Is now estimated that there are 225,- 
000 life insurance men carrying the rate 
book and properly licensed by their state 
insurance departments. 


Of this number 


74,000 are located in New York State. 
This makes a mighty educational army, 
carrying the message of thrift, beneficence 
and helpfulness to mankind. 








PERSONAL SIDE OF BUSINESS 











J. E. Sterling of Colorado Springs, for 
25 years district manager of the Pacific 
Mutual Life, died there after a long 
illness. 


George A. Rathbun, general agent at 
Los Angeles for the past 25 years of the 
Equitable Life of New York, died sud- 
denly last week at his home in Pasadena. 
He had been with the Equitable for 29 
years, having been general agent at 
Denver for four years prior to his trans- 
fer to Los Angeles. In Denver prior to 
his connection with the Equitable Life 
he had been general agent for the Fi- 
delity Mutual Life. He had been ill with 
heart trouble for several years and had 
not been engaged in active work for 
some time. He was 63 years of age 
and was a past president of the Los 
Angeles Life Underwriters Association. 


W. J. Arnette, San Francisco man- 
ager of the Fidelity Mutual Life, is at- 
tending the managers conference at the 
home office of his company. Before 
returning to San Francisco, Mr. Arnette 
will visit in Chattanooga, Tenn., where 
he was vice-president of the Volunteer 
State Life for eight years before going 
to California. He also plans to visit 
in South Carolina, returning to San 
Francisco the latter part of this month. 

Rex Bixby, general manager of the 
State Reserve Mutual of Denver, has 
sent out to the agents in a bound vol- 
ume a select series of sales talks and 
experiences that he has written. There 
are 16 stories of actual field experience. 
In each case the agents and the other 
characters are known to Mr. Bixby. 
They were written during his illness 
some years ago. Mr. Bixby states that 
many of the so-called inspirational ar- 
ticles are either of a “highbrow” sort 
or they are the colloquial type which 
lack something of the dignity the busi- 
ness should reflect. 


S. T. Whatley, Chicago general agent 
Aetna Life, barely escaped serious in- 
jury on a holiday trip to his native state, 
Alabama. While there, visiting with his 
father and a brother, he did considerable 
quail hunting. On one of these excur- 
sions he was thrown from a horse, fall- 





ing face down on his gun and smashing 
his eyeglasses. He received several bad 
cuts and bruises about his left eye, but 
fortunately the slivers of glass missed 
his eyeball. Mr. Whatley salvaged on: 
lens from the crash, tied the glasses on 
with string and continued the shoot. 

Thomas C. Baskette, 58, district man- 
ager at Nashville, Tenn., for the Travel- 
ers for the past 18 years, died at his 
home there last week. Mr. Baskette 
was stricken with a heart attack as he 
was leaving his office. He went to 
Nashville as a young man from Shelby- 
ville. 

Judge Charles T. Warner, Ohio su- 
perintendent of insurance, this week was 
installed as royal vizier of Bakoo Tem- 
ple, Knights of Khorassan, at Columbus. 

John R. Hardin, president of the Mu- 
tual Benefit Life, has been reappointed 
to the sinking fund commission of Es- 
sex county, N. J. Mr. Hardin has 
served several terms on the commis- 
sion and is its president. 

George F. Foster, superintendent of 
agencies of the Union Mutual Life oi 
Portland, Me., is receiving the sym- 
pathy of his friends in the death of his 
wife, which occurred at Providence, R 
I., where she was under treatment for 
a serious illness for several months. The 
funeral and interment were at Green- 
field, Mass., the former home city oi 
Mr. and Mrs. Foster, where her par- 
ents still reside. 


A complimentary dinner will be given 
to President Walter LeMar Talbot oi 
the Fidelity Mutual Life at the Belle- 
vue-Stratford in Philadelphia next 
Thursday evening in celebration of the 
completion of his 50 years’ service with 
the company. 


Wirt G. Close, who resigned as super- 
intendent of agents of the Philadelphia 
Life and went to Los Angeles for a rest, 
expects to get back into the business 
as soon as possible. Mr. Close has had 
an excellent experience in life insurance 
field work. 








[ LIFE AGENCY CHANGES 











Pan-American Appointments 





Three New General Agents Are Named 
to Take Charge of Important 
Territory 





Appointment of three new general 
agents and managers for the Pan-Ameri- 
can Life is announced by Ted M. Sim- 
mons, manager United States agencies. 

Maynard Burrell, for eight years a 
successful general agent in Washington, 
D. C., has been appointed manager in 
Sarasota, Fla., for 20 surrounding coun- 
ties. 

H. S. McCrory, for two years field su- 
perintendent for another company in 
central Texas, is appointed district 
manager in 12 central Texas counties, 
with sheadquarters. at Waco. J. G. 
Richardson, former special representa- 
tive of the Pan-American in Little Rock 
and Memphis, becomes general agent in 
the Little Rock territory. 


J. H. Bodine 


J. Harry Bodine has been appointed 
manager for the Michigan Life of De- 
troit at Muskegon, Mich., supervising 
Manistee, Mason, Oceana, Newaygo, 
Ottawa and Muskegon counties. He 
has had many years’ experience in life 
insurance. 





Eames With State Mutual 





Weil Known Life Insurance Man Has 
Become General Agent at Kansas 
City, Mo. 





The State Mutual has appointed P 
W. Eames general agent with head: 
quarters in Kansas City, Mo. Mr. Eames 
is widely known because of his uniqut 
visual sales service which is now being 
used in a number of companies. 

He was born in Delphos, Kan. In 
college he specialized in engineerin 1g 
and teacher training. Before enterine 
life insurance Mr. Eames devoted te! 
years to teaching, using the summet 
months for study and extension work 
His greatest contribution to the lit 
business has been the development © 
the Eames Service—a visual sales pre> 
entation. Equally important, howeve" 
has been his success in training life it 
surance men to properly and effectivel! 
use the Eames Service. ; 

J. H. Mickey, general agent ior 
past few years, has resigned. 


tie 





R. G. Gregory 


produc 


R. G. Gregory, who has been 
tion manager for the Connecticut Mu- 
tual Life in St. Louis, has joined the 
C. O. Fischer general agency for th 
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N NL’s enviable stability, as reflected by its Financial Incresse in Assets 
= Statement, has been built into its structure by strict 3*% Million Dollars 
wife of adherence, in good years and lean years, to sound, con- Increase in Insurance in Force 
sym- - . . 
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Belle- income over and above the calls made upon it, enabled State, County, and Municipal (7.0%)  3,189,072.18 
a next a Canadian Governments (1.5%) 705,599.57 
of the the Company to take advantage of favorable opportunities Railroad Bonds (9.6%) 4,419,520.98 
e with z - . i Railroad Equipments (8.8%) 4,030,775.20 
to buy high grade securities, a substantial part of which Miscellaneous ...... (7.4%) 3,413,203.37 
p Total Bonds $19,210,246.55 (41.8%) 
super- were U. S. Government Bonds. It closed the year with Mortgage Loans 
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expert selection of investments in fundamental, basic in- . aoe (2.5%)__1,131,756.3 
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= varied maturity dates assuring a constant, steady supply of Reserve on Policies tees +++» $36,793,899.00 
utual - Death Claims Due and Unpaid None 
. 7 7 . . . > ; > » > 
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. . rece 4 > 1 > isahility 
in Has ceded by those best qualified to judge to be as clean and sound Present Value of Death, Disability, and “itt 
- other Claims Payable in Instalments a 1,565,973.98 
sas : . s . * s Premiums and Interest Paid in Advance 316,964.04 
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Miscellaneous Liabilities me 670,700.54 
ted P Contingency Reserves - 1,000,000.00 
: Profits for Distribution to Policyholders . 2,310,935.01 


— Surplus to Policyholders (Including 

a NORTHWESTERN NATIONAL $1,100,000.00 Paid-in Capital)... . __2,751,882.74 
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= Active Partner--- 


Jefferson Standard Contracts are direct with the Com- 
pany. This Company is the active partner of every 
representative in the Field. 


Our, representatives enjoy this working partnership 
that supports their efforts with efficient cooperation. 


We perform our part in the partnership by supplying 
our representatives with liberal working contracts, up 
to date policies, modern sales helps and methods, a 
fine institutional standing, and excellent policyholder 
treatment. 


Our representatives profit from full advantage of this 
partner-like interest, cooperation, and support. . . A 
good Company to be connected with. 


A, R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


@For information address: 
JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 


TWENTY-FIVE YEARS OF SERVICE 










Friendly 


Writing all standard forms of participat- 
ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 

S. M. Cross, President 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 





Massachusetts Mutual in St. Louis. Mr. 
Gregory started with the Aetna Life in 
Pittsburgh, later becoming agency su- 
pervisor there and then taking charge of 
educational work in the Hart & Eubank 
agency in New York City. 

Mr. Gregory went to St. Louis two 
years ago as general agent for the 
Franklin Life and then joined the Con- 
necticut Mutual. 





Guaranty Life’s Michigan Change 


Resignation of J. E. Walker as Michi- 
gan state manager for the Guaranty Life 
of Davenport, and division of the state 
into several districts under district man- 
agers were announced by L. J. Dough- 
erty, president, at a conference of the 
new district heads at Lansing. O. F. 
Dunham has been placed in charge of 
the Lansing district office with a terri- 
tory of eight counties. 





American Bankers Appointments 


The American Bankers has appointed 
C. F. Lundquist agency director for the 
Chicago agency and R. S. McKnight, 
field supervisor for Tennessee, northern 
Mississippi and southeastern Missouri. 
New general agents are Frank Reed, 
Etowah, Tenn.; M. C. Picard, Memphis, 
Tenn.; Stephen Clement, Camden, 
Tenn.; O. E. Hulehan, Ca Girardeau, 
Mo. L. T. Kinsella and R. P. Kille- 
brew, both former field supervisors, 
have gone into agency building work 
at Belleville, Ill., and Decatur, IIL, re- 
spectively. 





J. H. Winstrom, T. H. Ellis 


J. Harry Winstrom, former superin- 
tendent of city schools at Springfield, 
Ill., who joined the Equitable Life of 
New York a year ago, has been made 
district manager there, covering 10 
counties with a staff of 20 agents. He 
succeeds T. H. Ellis, who has been 
made manager of the western Illinois 
division with headquarters in Rock Is- 
land. 





M. A. Simpson, Jr. 


The Liberty National Life of Bir- 
mingham, Ala., has opened a branch of- 
fice at 927 Stahlman building, Nashville, 
Tenn., with M. A. Simpson, Jr., in 
charge as district manager. 

Mr. Simpson is a native of Nashville 
and started with the old Southern of 
Nashville, going with the Citizens Life 
of Huntsville when that company ab- 





sorbed the Southern. Later the Liberty 
purchased the debits of the Citizens in 
Alabama and Georgia and Mr. Simpson 
went to Birmingham. 





W. C. Carroll 


W. C. Carroll, who has been travel- 
ing in Illinois as marine special agent 
of the Automobile of Hartford and the 
Standard Fire of Hartford for the last 
two years, is returning to the life de- 
partment of his organization and will be 
field supervisor for the Aetna Life asso- 
ciated with General Agent L. O. 
Schriver of Peoria. Mr. Carroll was for- 
merly connected with the Aetna Life 
general agency at Columbus, O. 





H. I. Siegrist 


The Berkshire Life has appointed H. 
I. Siegrist as general agent for Con- 
necticut. He has had many years of 
life insurance experience with the Trav- 
elers at St. Louis and was the assistant 
manager of that company in Chicago 
several years ago. 

Howard I. Siegrist, Inc., is one of 
the largest general insurance agencies 
in Connecticut. Mr. Siegrist has always 
been very active in the life insurance 
end of his business because his early 
experience was in that line. 

W. S. Campbell is the manager of the 
life department of the agency. Mr. 
Campbell is a man of many years of life 
insurance experience, having been for- 
merly connected with the Mutual Life 
of New York. 





Life Agency Notes 











Donald Wilder has been named a gen- 
eral agent for the Travelers at Boon- 
ville, Ind. 

T. C. Corley, for the past two years 
manager at Batesville, Ark., for the Mu- 
tual Life, has been transferred to Fort 
Smith as district manager. 

The All-States Life of Montgomery has 
appointed W. C. Adams district agent at 
Alexander City, Ala. He was formerly 
with the Fidelity Life of Birmingham, 
which was absorbed by the All-States. 

Kenneth M. Harrison has been 4)- 
pointed special agent of the Union Cen- 
tral Life in Little Rock, Ark. His 
brother, J. J. Harrison, is manager of 
the company in Arkansas. Two other 
brothers, G. C. and W. R. Harrison, Jr., 
are managers of well known companies 
in Seattle and Atlanta respectively. 





———__— 











IN THE SOUTH AND SOUTHWEST 














New Texas Department Aides 





Appointments Announced Under New 
Law Providing for Increase 
in Personnel 





AUSTIN, TEX., Jan. 7—Several new 
appointments were announced Monday 
by the insurance department under the 
new law giving that department an 
actuary and also examiners to do com- 
pany examination work instead of hav- 
ing it done by contract. 

Marlin Oates, formerly of Dallas and 
recently of Denver, was named depart- 
ment actuary and will do actuarial work 
for the life, fire and casualty divisions. 

Jess Carter of Anson, deputy life com- 
missioner, has been made chief examiner 
and W. J. Rochelle of Corsicana, for- 
merly assistant examiner, has been 
named in Mr. Carter’s place. James 
Marley of Austin and Fort Worth was 
designated as special investigator and 
assistant actuary. Additional examiners 
will be named as needed. 


To Test Fraternal Tax 
MONTGOMERY, ALA., Jan. 7.— 








As a result of a visit by A. W. Fulton, 
Chicago, counsel for the National Fra- 





ternal Congress, the insurance depart- 
ment has abandoned the plan of entering 
suits’ separately against the numerous 
fraternal organizations from which pre- 
mium taxes are claimed. The depart- 
ment’s idea had been to get these suits 
filed before Jan. 1, 1932, so that the 
claim of taxes for 1926 would not be 
barred by the statute of limitations. 


Waive Rights on 1926 Tax 


The entire plan was changed follow- 
ing a movement engineered by Mr. Ful- 
ton, whereby he got all the organiza- 
tions that were holding out to wire the 
department waiving their rights for the 
taxes of 1926 under the statute of limi- 
tations. About four of the smaller or- 
ganizations have paid the taxes de- 
manded by the state, but the others have 
failed to do so, and have agreed to abide 
by the results of a suit soon to be 
entered against one organization testing 
the validity of the act of 1923 imposing 
the 1 percent tax. 


Murdoch Industrial Life Receiver 


William Murdoch, retiring secretary 
of the Oklahoma insurance board, has 
been appointed receiver for the Indus- 
trial Life of Oklahoma City. The com- 
pany has $30,000 liabilities and prac- 
tically no assets, he said. 
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_ PACIFIC COAST AND MOUNTAIN 

















Open New Branch in Pueblo 


H. B. Cadwell Takes Charge There for 
Mutual Life of New York— 
Albuquerque Office Closed 








A new branch office of the Mutual 
Life of New York will be opened in 
Pueblo, Colo., March 1, with Harry B. 
Cadwell of that city, who has grown 
up with the company, in charge. He 
will supervise 30 southern counties of 
Colorado and all of New Mexico. The 
branch office at Albuquerque, N. M., will 
be discontinued, and J. H. Coons, who 





erty. The case was Levell vs. Metro- 
politan Life. 


Enroll for New Quarter 


LOS ANGELES, Jan. 7—Enroll- 
ments for the winter quarter, Jan. 4 to 
March 26, are reported very good by the 
University of Southern California in Los 
Angeles for classes covering profes- 
sional training in life insurance funda- 
mentals preparatory for the C. L. U. 
examinations. The courses offered in- 
clude functions of life insurance, princi- 
ples and practices and life insurance 
salesmanship. Verne Steward, who is 
conducting the classes, is associated with 





has been in charge of New Mexico andj the J. F. Van Slooten agency of the 


Arizona for years, will retire. 

O. C. Watson, Denver manager, will 
have supervision over the rest of 
Colorado, including both Denver and 
Colorado Springs, and ten counties in 
Wyoming. 

Mr. Cadwell has been the biggest in- 
dividual producer in the Watson agency, 
exceeding $500,000 annually for some 
years. Theodore Stevens, assistant su- 
perintendent of agencies, was in Pueblo 
to complete arrangements. 


J. M. Ross on Coast 


Joseph M. Ross, agency auditor of the 
Massachusetts Mutual Life, has been 
spending some time in San Francisco in 
conference with H. A. Binder, general 
agent. Mr. Ross went to the coast by 
way of the Pacific Northwest and is re- 
turning via Los Angeles, thence to 
Minneapolis and St. Paul, where he will 
open new offices. While in San Fran- 
cisco Mr. Ross was guest of honor at 
a dinner-dance given by Mr. Binder for 
his agents through central and north- 
ern California. 


San Francisco C. L. U. Course 


New courses in preparation for the 
C. L. U. degree commenced in San 
Francisco Jan 5, according to announce- 
ment of Harold Rose, chairman of the 
educational committee of the San Fran- 
cisco Life Underwriters Association. It 
is planned to hold eight two-hour ses- 
sions for each of the three remaining 
subjects to be covered before the June 
examinations. These subjects are in- 
surance and business law; insurance 
fundamentals and finance. The course 
is given by the University of California 
extension division. 





Warns Against Switching Policies 


_ Commissioner McQuarrie of Utah, 
‘ollowing complaints from the Utah Life 
Underwriters Association, has issued a 
Warning to the public against being per- 
suaded to drop life insurance in favor 
of that in another company. 

The commissioner explains in his 
Statement that one can not judge insur- 
ance by the premium alone and _ that 
4 low premium is by no means neces- 
sarily to the advantage of the assured, 
‘ome policies being on a _ whole-life 
basis, others for a term of years, some 
for short terms. The losses sustained 
when a policy is surrendered and a new 
one taken out are then explained. 


Widow Can’t Recover 


The California district court of ap- 
peals, first appellate district, held re- 
cently that a widow cannot recover from 
an insurer which has paid the beneficiary 
under a policy upon the life of a de- 
ceased husband, even though the pre- 
miums have been paid with community 
'unds, where at the time of payment the 





surer had no knowledge or notice of 
the widow’s claim, and the community | 
‘ands with which the premiums were | 
Paid were acquired prior to the amend- 
ment of section 161A of the civil code 
' 1927. That amendment gave the wife 
“vested interest in the community prop- 


Penn Mutual Life, Los Angeles. 
MacGraw Goes With the Franklin 


F. M. MacGraw has taken the gen- 
eral agency in San Francisco and Bay 
area for the Franklin Life of Spring- 
field, Ill. He is opening offices at 58 
Sutter street, San Francisco. Mr. Mac- 
Graw is a popular and well informed life 
insurance man and at one time repre- 
sented the Travelers in New York City. 
His more recent connection was that of 
manager of the Golden Gate agency 
and also for the brokerage department 
of the Western States Life at San 
Francisco. 





Rules on Misrepresentation 


HELENA, MONT., Jan. 7.—Any 
person misrepresenting life policies in 
an effort to induce the holder to lapse 
or surrender a policy, shall have his li- 
cense canceled according to an insurance 
department ruling. 








Accident-Health 
Field News 




















Leery of Death Coverage 





Accident Companies Nearly Disposed to 
Quit Writing It Under Missouri 
Suicide Law 





There is considerable agitation now 
among accident companies against writ- 
ing any death coverage in Missouri. 
This is a result of costly experience 
under the famous Missouri suicide law. 

Originally the law applied to accident 
companies as well as lite. Then it was 
modified so the liability of accident 
companies was released in suicide cases 
unless it were shown the policyholder 
was insane. The ruling embodying this 
release was hailed by accident men as a 
great benefit, but since then there has 
been observed a persistent liberality of 
courts in admitting testimony as to in- 
sanity, which has resulted in the acci- 
dent companies being “burned” in many 
of these cases. 

There is a popular conception, any- 
way, that a person who kills himself 
must have been insane. In addition to 
this it is comparatively easy to prove 
insanity in most suicide cases by the in- 
jection of testimony as to odd actions 
and proposal of the time-honored hypo- 
thetical question to an expert alienist. 
Even the sincere and honest alienist 
practically is forced to answer in the 
affirmative when personal eccentricities 
are embodied in the hypothetical ques- 
tion and he is asked whether in such 
a case he would consider the subject in- 
sane. 





Great Western Gets Business 


DES MOINES, Jan. 7.—The small 
volume of health and accident insur- 


ance which the Royal Union Life ac- 
quired through 


merger with the Des 


(932 


SPARTA—rearing her young sons under the 
iron hardships of famine, exposure, and 
violent physical suffering in order to pro- 
duce soldiers who could stoically withstand 
injury, pain, and the wasting ravages of 
hunger and thirst that struck down their 
less-hardened opponents—what a mother of 
Titans! 


America—now emerging from the painful 
yet purging economic punishments of 1930 
and 1931, cleansing fires that literally drove 
business into more shrewdly calculating 
management that wrings the last penny of 
profit from every dollar invested, and a citi- 
zenry schooled to the wisdom of true thrift 
with the fruits of employment—what a land 


of opportunity for courageous men and 
women! 
1932 extends a promise that, unlike the 


prophecies of other years, is pledged to 
sound progress and lasting profit because 
the foundations upon which workers will 
build is of the solidity of rock—not the 
treacherous sand of an ephemeral prosperity. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPARY 
Indianapolis 


























They Will 
Be Told 


In 1932—by more than a hundred thousand 
life underwriters, through millions of advertising leaf- 
lets, through an increasing number of advertisements 
in newspapers and magazines, and through radio broad- 
casts—the public will be told that life insurance is an 
‘*AA”’ investment, with beneficial features not contained 
in any other form. And this should be done without 


indiscriminate de 


the nation. 


ciation of other types which finance 


High rate of return, plus safety, the thinking life 
underwriter will show, is not the sole desideratum of a 


Grade ‘‘AA’’ investment. 


And that adaptability to a 


need, coupled with safety of principal and certainty of 
income at a specified time or in a specified situation 
should be the first consideration of the man whose own 
welfare and whose family’s welfare, in life and in death, 
depends upon the plan he adopts for building his sav- 


ings, or his profits, into a foundational estate. 


This 


lesson was taught by the experience of the last twelve 


months. 





THE PENN MUTUAL LIFE INSURANCE Co. 


Independence Square 


WM. A. LAW, President 
Philadelphia 
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An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—will WORK 

—can organize 

—needs no drawing account or 
salary 

—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 
under him for whom he will not be responsible financially and yet on 
whom he will receive overwriting Commissions as high as per 
thousand and long time Renewals. 


—is a producer 

—is, of course, honest 

—has three years of experience 
—needs no financing 

—is seeking opportunity 


THE COMPANY~— is rated “A” by Best. Its rates for 


Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 
ing an improved Family Income form; also Juvenile. 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
are not interested. Write fully about yourself. We will not communi- 
cate with references until after interview. Write U-50, The National 
Underwriter. 




















CINCINNATI'S 
BIGGEST 
HOTEL VALUE 


Our rate reductions meet present 
conditions. Nowhere else can you 
ind such quality in rooms or meals 
. . such out-standing service . . at 
prices so low. Just try it and be 
convinced! 70% of all rooms $2.50, 
$3, $3.50 and $4. 


C/O 
Cony mel T: S70) | 



















TRIPLE INDEMNITY LIFE INSURANCE 


with 


NON-CANCELLABLE 
Weekly Accident Coverage 


combined in ONE contract for ONE Premium 


Agencies available in Conn., Del. D. C., Md., Mass., Mich., 
N. J., N. C., Ohio, Penna., R. L, S. C. and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building Concord, New Hampshire 


Mo., N. H., 











Moines Life & Annuity last June has 
been sold to the Great Western of Des 
Moines. The Des Moines Life & An- 
nuity acquired this business when it 
reinsured the Travelers Equitable of 
Minneapolis. Premiums of more than 
$100,000 were involved. 

. J. Shambaugh, president of the 
Royal Union Life, states that his com- 
pany has no health and accident depart- 
ery and does not care to enter that 

eld. 





Coast Company Is Offering 
Accident-Health With Life 





The California-Western States Life is 
now offering accident and health insur- 
ance in connection with life policies. The 
usual principal sum accident benefits are 
provided. Monthly accident indemnity is 
offered under two forms. One form pays 
12 months for total disability and half 
benefits for six months for partial, with 
a 12-month limit on all indemnity pay- 
ments. The other form pays for 24 
months of total disability for insured’s 
own occupation and for life in case of 
disability for any occupation. It pays 
12 months for total sickness if disability 
is confining and half indemnity for three 
months for non-confining, with the total 
limited to 12 months. The waiting pe- 
riod for health insurance is 15 days. 

The full limit, up to $200 a month, of 
health or accident or accident income 
insurance can be granted with a new 
policy for as little as $1,000 of life in- 





surance, 
ance, at least $1,000 for each $10 oi 
monthly income, is carried with that or 
any other legal reserve company. 

The combination accident benefit in- 
cludes double indemnity or triple indem- 
nity in the event of accidental death 


while riding in a private automobile or 


a public conveyance and the usual dis- 
memberment benefits. 


W. J. Bryden, Jr., with Midwest 


W. J. Bryden, Jr., has been elected 
treasurer and secretary of the Mid- 
west Life & Casualty of Topeka and 
has assumed his new duties. He is the 
son of W. J. Bryden, general manager 
of the Victory Life of Topeka, and 
received his training under his father. 
He has had both office and field ex- 
perience in life insurance with the Vic- 
tory. He is only 23 years of age, a 
graduate of the Topeka high school, 
and had four years’ experience with the 
Victory Life. The Midwest is writing 
chiefly health and accident at present 
but plans-to extend its operations as 
rapidly as possible under a conservative 
management program. 


American Bankers Ready 


Following its withdrawal Dec. 1 from 
the total and permanent disability field 
in connection with its life policies, the 
American Bankers announces that it is 
ready to issue non-cancellable health 
and accident insurance as a more satis- 
factory method of handling this type oi 
coverage. 














GENERAL AGENCY NEWS 











Puts on Prosperity Campaign 





Manager Patton of the Mutual Life of 
New York at Columbus, O., 
Gets Results 





Manager G. A. Patton of the Mutual 
Life of New York in Columbus, O., car- 
ried on a so-called prosperity campaign 
in his agency. The campaign was han- 
dled by nine teams. The quota set for 
December was $1,000,000. This was 
exceeded by $102,633 with a total paid 
for business on the full annual basis 
$502,500. T. B. Winters captained the 
winning team and he and his men were 
guests of the manager at a turkey din- 
ner last Monday evening. Mr. Winters 
leads the agency with a total paid for 
of $365,849. 

The Patton agency stood 14th among 
the 66 agencies of the company, based 
on home office requirements as of Dec. 


31, 1930. During the year its position 
steadily advanced. It reached sixth 
place at the close of November. The 


record for December put it in fifth place 
at the end of last year. Manager Pat- 
ton in commenting on the paid for 
business of his agency, $4,523,641 last 
year and $5,500,000 set for the 1932 
goal, says, “You can pile all the lia- 
bilities, all the discouraging items, all 
the hard luck stories, all the personal 
shortcomings on one side of the scale. 
I will put enthusiasm for life insurance 
on the other half and it will outweigh 
your load of handicaps and make for 
you success.” 


B. M. A. Wisconsin Meeting 


About 30 Wisconsin agents of the 
Business Men’s Assurance attended a 
sales meeting at Madison. W. C 
Rhodes, state manager, announced that 
the Wisconsin business production for 
1931 practically doubled that of 1930. 
W. F. Winterble, district manager 
Bankers Life of Des Moines, was guest 
speaker at the banquet. 








Chapman’s Agency Meetings 


W. Ray Chapman, assistant superin- 
tendent of agencies Northwestern Mu- 
tual Life, will conduct a number of gen- 





eral agency meetings in January. A 
conference is being held Jan. 8 at the 
Harry French general agency, Madison 
Wis., for all agents, with Mr. Chapman 
presiding. The next day Mr. Frenc! 
will hold a meeting of his district agents 

Other general agency meetings to be 
held by Mr. Chapman follow: Ben $ 
McGiveran, Eau Claire, Wis., Jan. 11-12; 
Cameron & Carroll, Oshkosh, Wis., Jan 
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14-15; Hobart & Oates, Chicago, Jan 
18-19, and J. A. Carlson, Flint, Mich 
Jan. 20-21. 





John Hancock at Cincinnati 


The Cincinnati agency for the ordi- 
nary department of the John Hancock 
Mutual Life under General Agent W 
B. Ackerman produced $1,173,000 o 
business in December, making it the 
largest month in the agency’s histor) 
Mr. Ackerman went to Cincinnati from 
Cleveland four years ago and has built 
up a fine agency with a number of gooé 
producers. 

Gray to Visit Cincinnati 

A. E. N. Gray, assistant secretary © 
the Prudential, will be in Cincinnati Jan 
19-21 to conduct a three-day school ™ 
the agency of H. C. Cross, manager 
the ordinary branch. Mr. Gray w 
speak at a joint luncheon of the Cir 
cinnati Life Underwriters Associatio 
and the chamber of commerce Jan. ! 
He will also deliver a thrift address ove! 
the radio through station WLW Jan. *! 
at 4:30 p.m. 


Schoch Agency’s Record 


The H. K. Schoch general age 
the Aetna Life in Detroit made an ¢% 
ceptional record in 1931, considerimé 
economic conditions in that city. 1! 
agency gained 8 percent in volume 4! 
12 percent in premiums on annua s 





ness. The number of applications W* 
50 percent greater than last year and tht 
average premium per thousand was * 
higher. Due to intensive work w! 


new men the new organization busine> 
for the year was twice that of 1950. 

The Schoch agency qualified 65 me" 
bers in the “Gold Rush” contest, endim 
in December. They were the guests ‘ 
Mr. Schoch at a year-end party. 
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NEWS OF THE COMPANIES 

















New Company Is Now Active 





Columbia Catholic Life of Sioux City 
is Managed by Experienced 
Insurance People 





The Columbia Catholic Life of Sioux 
City, Ia., which started in business in 
November, is now in active operation, 
there being a number of insurance men 
connected with the company. E. B. 
Dotheibe, the president, was formerly 
district manager for the Northwestern 
National Life at Carroll, Ia.. Omaha 
general agent Des Moines Life & An- 
nuity and later Nebraska state manager 
for the Security Life of Chicago. J. H. 
Prenger, superintendent of agents, was 
agency supervisor for the Des Moines 
Life & Annuity and formerly was gen- 
eral agent of the United Benefit Life 
at Norfolk, Neb. C. L. Stone, the sec- 
retary, was formerly an fattorney at 
Humphrey, Neb., and county judge at 
Columbus, Neb. Starting the first of 
the year it began writing health and 
accident in addition to life. It writes 
women on the same basis as men. 


Announce New Lineup Under 
Monarch Companies’ Merger 


In connection with the merger of the 
Monarch Accident and Monarch Life of 
Springfield, Mass., as the Monarch Life, 
Clyde W. Young, formerly president of 
the two companies involved, becomes 
president of the consolidated company. 
President Young has been with the 
Monarch organization since 1904. Other 
officers are: Vice-presidents, Gurdon W. 
Gordon and Charles H. Munsell; vice- 
president and agency manager, James 


W. Blunt; secretary, Carlton E. Nay; 
treasurer, Louis C. Clarke. 
The Monarch Accident has been 


among the leaders in the sale of non- 
cancellable accident and health policies. 
It closed 1931 with more than $2,000,000 
in annual premiums for this type of busi- 
ness on the books. It started issuing 
non-cancellable disability contracts in 
1921 and durin~ the past three years 
has offered this type of business ex- 
clusively. It is the purpose of the con- 
solidated company to continue with sub- 
stantially the same forms of disability 
contracts, 

The new company will also issue the 
Principal forms of participating life in- 
surance. It will take over all of the old 
policyholders of the two component 
companies and will continue to operate 
with substantially the same agency 
force and in the same territories. The 
company has on its books in excess of 
515,000,000 of life insurance and ap- 
proximately 80,000 accident and health 
policyholders, In 1931 accident and 
health premiums totaled $2,750,000. 


Abraham Lincoln Life Figures 


In giving the figures of the Abraham 


‘ncoln Life of Springfield, Ill., for Dec. 
‘l, a typographical error showed a 
“rong figure as to increased insurance 


miorce. Its new paid for business last 
year was $7,600,000 as compared with 
$7,193,035 in 1930. Its increase in in- 
surance in force is $58,420,000 which in- 
cludes the business of the Springfield 
ife which it reinsured. 





Universal L. & A. Buys Building 


The Universal Life & Accident has 
purchas ed a two-story building in the 
downtown district of Dallas, Tex., for 
~ home office. The new offices are 
: Ww being remodeled and will be oc- 
upied by_the company this month. 
resident F. L. Euless announces that 


he company now has $2,500,000 ordi- 


‘agency 


Rural Bankers Life 


New Company at South Bend, Ind., Get- 
ting on Basis of $1,000,000 
Per Month 


Grows 








The Rural 
Bend, Ind., 
13, 1931, 
written 
pects to 


Bankers Life of South 
which started business Aug. 
at the end of December had 
2,100,000. The company ex- 
write $1,000,000 a month in 
1932 and close this year close to the 
$14,000,000 mark. 

At present the company operates only 
in Indiana but is planning on entering 
about five more states during the year. 

F. H. Tigue is secretary and general 
manager and S. E. Clements is agency 
director. 


Home Life to Get Part of 
Assets of Running Mates 


LITTLE ROCK, ARK., Jan. 7.—The 
Home Life of Arkansas, which was sold 
to the Central States Life of St. Louis 
after failure of the Caldwell & Co.-A, B. 
Banks interests in November, 1930, will 
receive .certain of the assets of its run- 
ning mates, the Home Fire and Home 
Accident, under an agreement recorded 
in circuit court here. Before the fail- 
ure, A. B. Banks as president of the 
three units signed an _ inter-company 
agreement by which assets of the Home 
Fire and Home Accident were pledged 
to protect the Home Life, and when 
Elmo Walker, receiver for the fire and’ 
accident carriers, attempted to dispose 
of their assets in course of liquidation, 
petition for an injunction was filed. 

From the Home Fire, the life car- 
rier will receive $20,000 in cash, 33% 
shares of Southern Building Co. stock, 
212 shares of Adams-Banks Lumber Co. 
and 96 shares of the Bank of Fordyce. 
From the Home Accident, it will re- 
ceive 307 23-32 shares of the Southern 
Building Co., 450 shares of the Adams- 
Newell Lumber Co. and $5,000 cash. 
The Southern Building Co. operates the 
former Home Insurance building at 


Little Rock. 


F. C. Crowell New Agency 
Director of Surety Life 


KANSAS CITY, MO., Jan. 7.—Fred 
C. Crowell, for seven years general 


agent for the Equitable of Iowa at Des 
Moines and Ottumwa, and 14 years with 
the Mutual of New York in Iowa, as 
district manager and then as superin- 
tendent of agents for the state, has been 
made agency director of the Surety Life. 
Mr. Crowell has long been in agency 
work, and is a thoroughly experienced 
man. 


Becomes Cincinnati Mutual 


The Knights Templars & Masonic 
Mutual Aid Association of Cincinnati 
has filed with the secretary of state of 
Ohio an amendment to its charter by 
which it changes its name to the Cin- 
cinnati Mutual Life and will transact 
business on a legal reserve basis. Ap- 
plication for approval of these changes 
was granted by the Ohio department. 
Nelson Williams is president and W. N. 
Lindsay secretary. 


“Hands Month” Big Success 


The field force of the Michigan Life 
produced $2,139,854 of business in 
“Hands Month,” honoring L. T. Hands, 
vice-president and general manager. 
This figure was well in excess of the 
quota set and was considerably ahead of 
the similar month last year. 

Mr. Hands, who was guest of honor 





Club, in his address predicted that the 
Michigan Life will soon top $50,000,000 
of insurance in force. 


Celebrates Silver Anniversary 


The American Bankers will celebrate 
its silver anniversary in 1932. It was 
founded in Jacksonville, Ill, in 
1907, starting business as a mutual cas- 
ualty company. F, H. Rowe, president, 
has held office during the company s en- 
tire history, and has been the chief fac- 
tor in its progress. The American 

3ankers now operates in 22 states and 


June, | 





successful year in the company’s history. 
It has set as its quota for 1932 just dou- 
ble the new business produced in 1931. 


Stith Heads New England Reserve 


KANSAS CITY, MO., Jan. 7.—R. 
W. Stith, secretary-comptroller of the 
Long-Bell Lumber Company for ap 


proximately 26 years, has resigned to 
become president of the New England 
Reserve Life of Kansas City, with home 
offices at 818 Wyandotte. 

The New England Reserve, 
operating as a mutual benefit 
tion, was converted to a stock basis last 


formerly 


associa- 




















Classon with Old Republic 


Illinois Manager for Bankers Reserve 
Joins Chicago Company as Superin- 
tendent of Agencies 





O. J. Classon, who for several months 
has been Illinois state manager for the 
Bankers Reserve Life of Omaha, has 
joined the Old Republic Credit Life of 
Chicago as superintendent of agencies 

Most of Mr. Classon’s insurance ex- 
perience has been with the Penn Mutual. 








0, J. CLASSON 


He started about nine years ago as a 
producer, later becoming superintendent 
of agencies and then serving as general 
agent in Buffalo. From there he went 
to Chicago for the Bankers Reserve. He 
has attained notable results in his work. 
The Old Republic Credit Life has 
taken additional space for its home of- 
fice in the La Salle-Wacker building 
for agency activities and has also opened 
an office in the Burnham building for 
its home office agency, of which J. A. 
Moreno and J. O'Malley are managers. 
The Old Republic Credit Life is en- 
tering the field aggressively under Presi- 
dent Ben I. Rapport, who went to Chi- 
cago from Birmingham when the Bank- 
ers Credit Life, of which he was presi- 
dent, was consolidated with the Old Re- 
public Life. 


Jens Smith Is | Promoted 


Jens Smith, formerly of Chicago 
manager of the Pacific Mutual Life, who 
last year was taken to the head office as 
assistant superintendent of agencies, has 
now been chosen junior vice-president. 
He went to Los Angeles in August and 
has fitted in admirably in the executive 
department. 


Provident Mutual Promotions 


The Provident Mutual Life has ap- 
pointed Malcolm Williams as assistant 








nary life in force. 


at a banquet of the Detroit Agency 








the District of Columbia. spring, with $100,000 capital, and also 
Elaborate plans have been made to/ took over the Guaranteed Income As- 

make the silver anniversary the most surance, formerly of St. Louis 
manager of agencies and Ernest A. 


Farrington as agency assistant. 

Mr. Williams has been agency assist- 
ant for several years and has had su- 
pervision of the training of new agents 
in schools which have been conducted 
throughout the country. Mr. Farring- 
ton has also been very active in recruit- 
ing work, particularly in the colleges. 





CHICAGO NEWS 








LUSTGARTEN AGENCY LEADS 


The Sam 
Equitable of 


Lustgarten agency of the 
New York in Chicago is 


the company’s leading agency in IIli- 
nois. It paid for $13,836,531 in 1931, 
with $449,676 premiums, as compared 
with $12,880,486 volume and $388,103 
premiums in 1930, an increase of $956,- 
045. In 1930 the agency had an 11.7 
percent increase over 1929. 


New organization made great strides, 


paying for $2,755,608 with $78,327 
premiums, Outstanding features in 1931 


were the consistent monthly production 
of a million or more and progress in 
increasing business of the average pro- 
ducer. The number of club members 
increased from 28 in 1930 to 32 in 1931. 
Much credit is given the intensive 
educational work among new men. In 
this work Mr. Lustgarten is ably as- 
sisted by John Morrell, associate man- 
ager, and Unit Managers C. E. Harris, 
N. G. Klove, M. P. Falk, M. A. Feuer 
and R. E. Grossberg. 
x * * 

CUSHMAN TO ASSIST 


S. A. Cushman, a former Travelers 
man who for two years has been an in- 
dependent solicitor in Chicago, has been 
appointed assistant to Howard I. Pot- 
ter, manager of the life department of 
Marsh & McLennan, in supervisory 
work. Mr. Cushman is one of the early 
C. L. U. graduates and now is president 
of the Chicago chapter of C. L. U. He 
is a large producer. 

Mr. Cushman started in life insurance 
in Buffalo with the Travelers in 1924. 
He went to Chicago in 1927 to assist 
Howard Kolb, manager of the Travel- 
ers’ life department there, and since that 
time has been an agent and broker for 
the Travelers branch, for the last two 
years attached to another large office. 

x * * 
FORMAL OPENING 


POTTER 


FRIDAY 


Formal opening of the Martin A. Zitz- 
mann agency of the Guardian Life of 
New York in Chicago is to take place 
Friday. Mr. Zitzmann, formerly Chi- 
cago manager for the Missouri State 
Life, was recently appointed manager of 
the second Chicago agency for the 
Guardian Life. 

* * * 
JACOBS WITH ALBRITTON 


Ernest R. Jacobs, a well known sales 
manager in commercial lines in Chicago, 
who for about a year has been agency 
organizer for the New York Life there 
in the Dearborn branch, has resigned 
and has been appointed supervisor by 
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E, S. Albritton, general agent Provident 
Mutual in Chicago. 

Mr. Jacobs, a graduate of the Uni- 
versity of Wisconsin, spent two years in 
the sales department of the Allis-Chal- 
mers Company. In 1907 he entered the 
sales department of the Simplex Electric 
Heating Company, and in 1912 was 
made western district sales manager in 
Chicago. When the Simplex company 
was sold to the General Electric in 1928, 
Mr. Jacobs became Chicago district 
manager of the Edison Electric Appli- 
ance Company. *He resigned this posi- 


tion Jan. 1, 1931, to enter life insurance. 
He has been an active organizer and 
in addition has paid for a substantial 
volume of insurance personally. 

Mr. Jacobs, besides having wide ex- 
perience in salesmanship and sales man- 
agement is a student and enthusiastic 
about life insurance. 

*x * 


R. L. Pratt, who has been connected 
with the accounting department of many 
life and fire companies, has opened a 
western department in Chicago for the 
International Business Machines Cor- 
poration at 323 West Adams street. 











NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 
Digest” and “Little Gem,” 


PRICE, $5.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the 
Published Annually in May and March respectively 


“Unique Manual- 














Mutual Life of New York 


The Mutual Life of New York has re- 
leased a preliminary report of its 1932 
dividends, which are reduced on all 
forms of policies 2% percent of the ordi- 
nary life premium. For example, the 


gross ordinary life premium at age 335 is | 














| $28.07 and the dividend reduction is 2% 
percent of that or 70 cents. This same 
70 cent reduction applies to dividends 
on all types of policies at age 35. ‘The 
new scale for the principal policy forms 
follows: 




















Ordinary 
r —Policy Year ‘ 
Age 1 2 3 4 5 6 7 8 9 10 15 20 25 
5 $ $ $ $ $ $ $ $ 3 $ 3 $ 
Re ee 5.77 5.89 6.01 6.13 6.26 6.38 6.51 6.65 6.78 6.93 7.71 8.59 .... 
OF 6.11 6.25 6.38 6.53 6.68 6.84 6.99 7.15 7.32 7.49 8.40 9.46 10.75 
PELE 6.51 6.67 6.84 7.01 7.19 7.37 7.55 7.74 7.95 8.15 9.25 10.61 12.16 
ere 7.00 7.20 7.40 7.61 7.82 8.05 8.27 8.50 8.75 8.99 10.43 12.08 13.69 
| er 7.65 7.89 8.14 8.40 8.66 8.94 9.25 9.55 9.87 10,21 11.97 13.71 15.3 
een 8.50 8.83 9.17 9.52 9.88 10.26 10.63 11.02 11.42 11.81 13.70 15.52 17.19 
Se 9.89 10.31 10.74 11.18 11.61 12.05 12.48 12.88 13.30 13.72 15.75 17.61 19.13 
eae 11.83 12.32 12.78 13.26 13.74 14.20 14.68 15.15 15.60 16.05 18.17 19.90 22.43 
20-Pay Life , 
c . olicy Year ~ 
Age 1 2 3 4 5 7 8 9 10 15 20 25 
$ 3 $ $ $ § $ $ $ 3 $ $ $ 
ear 6.98 7.22 7.48 7.74 8.01 8.28 8.56 8.85 9.16 9.47 11.21 13.24 ... 
De edareke 7.32 7.58 7.86 8.14 8.44 8.74 9.05 9.37 9.71 10.05 11.94 14.16 
indie wigind 7.71 8.00 8.31 8.62 8.94 9.27 9.61 9.97 10.34 10.71 12.79 15.28 
Be veevece 8.20 8.52 8.86 9.21 9.56 9.93 10.31 10.70 11.10 11.52 13.89 16.60 
Picanmeen 8.79 9.15 9.52 9.91 10.31 10.73 11.18 11.63 12.10 12.59 15.21 17.98 
Ss 50s see 9.56 10.00 10.45 10.91 11.40 11.90 12.40 12.91 13.44 13.97 16.64 19.45 
Seo 10.79 11.30 11.82 12.35 12.89 13.42 13.96 14.47 15.00 15.54 18.25 21.04 
Bcc usnaas 12.52 13.08 13.61 14.16 14.71 15.25 15.81 16.36 16.89 17.44 20.11 22.75 
20-Year End. 
Policy Year ‘ 
1 2 3 4 5 6 7 s 9 10 15 20 25 
$ 3 $ $ $ $_ $ $ $ $ $ 3 3 
8.25 8.75 9.28 9.82 10.37 10.95 11.54 12.16 12.80 13.46 17.13 21.51 
8.48 8.98 9.50 10.04 10.60 11.17 11.76 12.38 13.02 13.67 17.31 21.65 
8.76 9.25 9.77 10.31 10.86 11.43 12.02 12.63 13.27 13.92 17.54 21.84 
9.08 9.58 10.10 10.64 11.19 11.76 12.35 12.96 13.59 14.24 17.89 22.08 
9.51 10.01 10.54 11.08 11.64 12.22 12.83 13.46 14.11 14.79 18.40 22.40 
0.10 10.65 11.20 11.78 12.38 13.00 13.63 14.27 14.93 15.59 19.02 22.81 
1.17 11.75 12.35 12.96 13.57 14.19 14.80 15.41 16.03 16.66 19.91 23.45 
2.76 13.35 13.93 14.52 15.12 15.71 16.32 16.92 17.51 18.12 21.14 24.3 
15-Pay Life 15-Year End. 
—————_—— Policy Year——————_—_,, a Wied ed —— 
Age 1 2 15 Age 1 10 5 
20...$ 7.68$ 8.01$ :. a8 $ 9.04 $10. 98 $13.29 | 20...$ 9.72 $1046 $11°22 $12.82 $17.35 $22.74 
25... 8.08 8.43 9.55 1.67 14.17] 25... 9.98 10.72 11.47 13.07 17.57 22.93 
30. 8.54 8.92 532 10.15 i246 15.19 | 30... 10.28 11.00 11.76 13.35 17.82 23.15 
35. 9.09 9.50 9.93 10.85 13.39 16.44 | 35... 10.62 11.34 12.09 13.67 18.12 23.40 
40... 9.74 10.20 10.68 11.69 14.58 17.90] 40... 11.06 11.78 12.53 14.11 18.59 23.73 
45 10.56 11.11 11.67 12.84 16.04 19.46 | 45... 11.65 12.40 13.17 14.80 19.24 24.16 
50... 11.83 12.45 13.08 14.37 17.66 21.15 | 50... 12.66 13.43 14.22 15.85 20.08 24.75 
55... 13.56 14.22 14.85 16.17 19.52 23.02 | 55... 14.15 14.91 15.66 17.20 21.22 25.60 
10-Pay Life 10-Year End, 
-——————Policy ———, crc Policy Year—————___ 
Age 1 2 10 Age 1 2 5 10 
20...$ 9.14$ 9.62 $10.11 $10.62 $11. 15 $14.07 | 20. ..$12.73 $13. “94 $38. 19 #36. 49 $17.83 $25.29 
25... 9.65 10.17 10.70 11.25 11.83 14.99 | 25... 13.07 14.27 15.51 16.80 18.14 25.56 
30..: 10.24 10.80 11.38 11.98 12.60 16.03 30... 13.41 14.60 15.84 17.13 18.45 25.83 
35... 10.92 11.53 12.16 12.82 13.50 17.26 | 35... 13.81 14.99 16.22 17.50 18.81 26.14 
40... 11.74 12,40 13.10 13.82 14.57 18.74] 40... 14.30 15.47 16.69 17.96 19.27 26.53 
45... 12.72 13.49 14.28 15.09 15.94 20.46 | 45... 14.93 16.13 17.36 18.63 19.94 27.01 
50... 14.15 14.99 15.86 16.75 17.65 22.34] 50... 15.96 17.15 18.37 19.62 20.89 27.64 
55... 16.02 16.90 17.78 18.69 19.60 24.42 155... 17.43 18.57 19.71 20.89 22.09 28.50 
P °f9 
West Coast Life New York Life’s Scale Out 
The West Coast Life has announced 


a new “annual premium retirement an- 
nuity.” The form is a “straight” an- 
nuity with payments starting at the age 
selected by the purchaser. A cash refund 
option is provided which will, when the 
annuitant passes on, pay to a beneficiary 
the difference, if any, between the cash 
value of the annuity at his retirement 
age and the total amount of payments 
made. 

If the annuitant dies before the retire- 
ment age all deposits are refunded. No 
medical examination is required unless 
waiver of premium, total and permanent 
disability is requested, 


Home Life of New York 


The Home Life of New York is con- 
tinuing in 1932 the scale of dividends 
used last year. 





Slight Reduction in Schedule for First 
Three Months on Policies Without 
Benefits 





The New York Life has announced a 
new dividend scale for the first three 
months of 1932 on its policies not car- 
rying disability or double indemnity 
benefits. The new schedule is reduced 
about three percent. The policyholders 
receive the same dividend as in 1931, 
the 1932 schedule being the same as the 
old one except moved back one year, 
i. e., the fourth is now the third. 

The dividends on policies issued with 
waiver of premium or income disability 
benefits and double indemnity will not 
differ substantially from the dividends 








on the policies without the benefits. 
Last year they were from 50 cents to 
$1.25 lower and this year they are ex- 
pected to be from 50 cents to $2.50 
lower. 

The rate of interest allowed on 1932 
dividends is 4.25 percent, compared with 
4.6 percent last year. The new schedule 
on policies without benefits follows: 


Ordinary Life 
































Div. - Age ‘ 
)s 3 10 id 20 25 30 35 
3 3 $ $ 3 $ 
2...$ 5.60$ 5.73 $ 5.79 $ 6.08 $ 6.70$ 7.47 
3... 5.65 5.77 5.87 6.24 6.91 7.63 
5. 5.75 5.87 6.06 6.56 7.30 7.98 
5X.. 1.59 1.74 1.92 2.15 2.44 2.81 
10... 6.02 6.22 6.72 7.49 8.18 8.76 
10X.. 10.00 10.00 10.00 10.00 10.00 10.00 
20... 7.92 8.78 9.60 10.37 11.16 12.24 
20T..150.81 157.69 167.48 180.02 193.17 206.63 
Div. ¢ e ~ 
rr. 40 45 50 55 60 65 
2...$ 8.12 $ 9.18 $10.63 $12.62 $15.36 $19.19 
Bas 8.27 9.39 10.92 12.99 15.81 19.73 
Bas 8.58 9.83 11.51 13.74 16.73 20.81 
5X.. 3.30 3.96 4.85 6.07 7.77 10.15 
10... 9.38 10.94 12.94 15.50 18.81 23.17 
10X.. 10.00 10.00 10.00 10.00 10.00 10.00 
20. 13.70 16.10 18.98 22.48 26.92 32.92 
20T. . 222.30 254.01 294.27 345.33 411.37 500.07 
20-Pay Life 
Div. - Age 
ra 10 15 20 25 30 35 
2...$ 6.61$ 6.75 $ 6.83 $ 7.18$ 7.79$ 8.53 
3... 6.81 6.96 7.12 48 8.15 8.85 
&... %19 7.35 7.59 09 8.83 9.51 
5X.. 2.56 2.73 2.94 3.18 3.48 3.83 
10... 8.24 8.52 9.08 9.84 10.54 11.15 
10X.. 10.00 10.00 10.00 10.00 10.00 10.00 
20... 12.90 13.85 14.82 15.79 16.81 18.11 
20T..198.25 206.47 217.68 230.97 245.25 259.74 
Div. - Age ~ 
ae 40 45 50 5 6 
2...$ 9.15 $10.14 $11.47 $13.24 $15.75 ° 
3... 9.44 10.48 11.86 13.69 16.26 ° 
5... 10.05 11.19 12.67 14.61 17.28 ° 
5X.. 4.28 4.85 5.62. 6.67 8.16 . 
10... 11.72 13.10 14.80 16.93 19.75 . 
10X.. 10.00 ha 4 10.00 10.00 10.00 ° 
30... 19.70 31. 24.46 27.47 31.22 .... 
20T..275.17 303. 83 338.30 381.16 437.21 .... 
Life Premiums to Age 65 
Div. - Age ~ 
Yr. 25 30 5 40 45 50 
2...$ 6.25$ 6.94$ 7.80$ ry as $10.14 $12.40 
3... 6.42 7.17 8.02 10.48 12.93 
5... 6.78 7.62 8.47 336 11.19 14.02 
5X... 2.30 2.66 3.14 3.83 4.85 6.52 
10... 7.83 8.67 9.53 10.64 13.10 17.03 
10X,. 10.00 10.00 10.00 10.00 10.00 10.00 
20. 21.16 12.33 14.14 16.92 21.90 13.23 
20T. 187.24 203.56 223.04 250; 02 303.63 323.82 
20-Year Endowment 
Div. - Age — 
Yr. 10 15 20 25 30 35 
2...$ 7.18$ 7.38 $ 7.56$ 7.99$ 8.70$ 9.50 
3... 7.68 7.90 8.12 8.55 9.27 10.00 
5... 8.71 8.91 9.19 9.69 10.41 11.03 
5X.. 4.72 4.78 4.85 4.93 5.04 5.19 
10... 11.66 11.89 12.34 12.93 13.46 13.87 
10X.. 10.00 10.00 10.00 10.00 10.00 10.00 
20... 23.01 23.39 23.86 24.38 24.96 25.64 
20T.. 274.94 280.28 287.97 297.62 308.32 318.30 
Div. - Age ~ 
Yr. 40 45 50 55 60 
2...$10.15 $11.08 $12.31 $13.94 $16.21 eee 
3... 10.60 11.54 12.78 14.42 16.72 eee 
5... 11.54 12.49 13.74 15.41 17.75 ose 
5X... 5.41 5.73 6.26 7.08 8.38 os 
10... 14.26 15.21 16.44 18.08 20.38 ne 
10X.. 10.00 10.00 10.00 10.00 10.00 eee 
20. 26.50 27.59 29.02 30.92 33.61 .... 
20T..328.40 346.80 370.79 402.66 447.36 |... 
Endowment Maturing at Age 65 
Div. - e 
Yr. 25 30 35 40 45 50 
2...$ 6.36 $ 7.09 $ 8.11 $ 9.22 $11.08 $14.27 
3... 6.56 -38 8.39 9.52 11.54 14.98 
_5... 7.00 7.93 8.96 10.16 12.49 16.43 
5BX.. 2.55 2.98 3.58 4.44 5.73 7.90 
10... 8.26 9.27 10.42 11.98 15.21 20.65 
10X.. 10.00 10.00 10.00 oes 10.00 10.00 
20... 12.36 14.04 16.57 J Ie 
20T..197.09 217.55 243.39 279. $6 346.80 293.48 
30-Pay Life 
Div. - Age — 
Yr. 25 30 35 40 45 50 
2...$ 6.54 $ 7.11 $ 7.80 $ 8.41$ 9.39 $10.77 
3... 6.74 7.36 8.02 8.59 9.62 11.06 
5... 7.18 7.86 8.47 8.98 10.12 11.67 
5X.. 2.56 2.82 3.14 3.56 4.14 4.96 
10... 8.44 9.04 9.53 10.01 11.38 13.19 
10X.. 10.00 10.00 10.00 10.00 10.00 10.00 
20... 12.54 13.22 14.14 15.33 17.31 19.75 
20T..200.00 211.62 223.04 235.81 263.29 299.15 


Line of Policies Is Revised 


California-Western States Makes 
Changes in Contracts of Companies 
Consolidated Recently 





The California-Western States Life, 
a recent consolidation of two companies, 
has completely revised its line of poli- 
cies, brought out new forms, amended 
underwriting rules, issued a new rate 
book and developed a great deal of new 
sales material. The rate book contains 


in the main all policies formerly written 
by the two companies, with downward 





readjustments . rates wherever these 
are changed ata 

This is ak t. evident in life poli- 
cies, both ordinary life and 20-pay being 
made endowment at 85 with lower rates 
than previously prevailed for the con- 
tracts maturing at 96. The ordinary life 
at age 35 is $20.66 per $1,000 and the 
20-pay at the same age is $28.98 per 
$1,000. 

The leader is a complete protection 
contract based on the endowment at 65 
with 20 premiums, continuous payment. 
It provides double and triple indemnity, 
indemnity for disability due to acci- 
dental injury, starting on first day of 
injury, indemnity for disability due to 
sickness with a waiting period of one- 
half month, total and permanent disabil- 
ity income with waiver of premium pro- 
viding monthly income protecting 
against disability occurring before age 
55 and continuing until maturity of en- 
dowment. This policy in addition car- 
ries hospital and surgical benefits and 
the usual indemnity for loss of limbs 
and blindness. 

The California-Western States is 
definitely launched on a program of ex- 
tending accident and sickness insurance 
in connection with life insurance. The 
revised A. & H. policies provide princi- 
pal sum accident benefit at attractive 
rates and monthly income during total 
disability, paying from the first day of 
disability, except with the elimination 
period of 15 days for disability resulting 
from sickness. 

Three select life policies have been re- 
tained, the select life on the old basis 
being changed to endowment at 96, in- 
stead of 85 as formerly, with premium 
reduced to $19.91 per $1,000 at age 35, 
and the 20-pay select life also has been 
made an endowment at 96 with premium 
at age 35 now $27.40. The “protector,” 
third in this series, is term to age 65, 
level premium, with privilege of conver- 
sion to permanent insurance without 
medical at any time prior to age 60, and 
with other privileges. 

The family income is retained under 
ordinary life form only, with 10 or 20 
year period. Annuity contracts have 
been strengthened, there being added a 
single premium deferred life annuity and 
single premium joint and survivorship 
annuity. ; 

The commercial low premium policy 
and modified ordinary life have been re- 
tained. There are ten juvenile con- 
tracts, two on the coupon savings form, 
issued from one day to 14 years of age. 

The limit on non-medical has been in- 
creased to $3,000 for males and females. 
with age limits for males 15-45, and for 
unmarried, self-supporting females, 


15-40. 
Philadelphia Life 

The Philadelphia Life has reduced its 
dividend scale, basing it on a lower rate 
of excess interest being allowed on re- 
serves, The result is that dividends in 
the early policy years will be only 
slightly affected. The directors also 
decided that the interest rates on all 
policyholders’ funds left with the com- 
pany will be 4% percent instead of 5 
percent as heretofore. 

“The officers and board of directors,” 
the company states, “are convinced that 
the conservation of the resources of the 
company through this period of busi- 
ness uncertainty evidences a _ proptt 
spirit of conservatism which will be 
generally approved by our agents and 
policyholders. Conservation of assets 
rather than their distribution must >¢ 
the first consideration if the interests 
of all concerned are to be properly pro 
tected.” For illustration, the compaty 
gives the new dividends on severél 
popular forms per $1,000 at age 35, pre 
sented below: 


Ist 2nd 5th 100 
Yr. Yr. Yr. fF 
Div. Div. Div. D: 
ie a A ee $3.72 $3.82 $4.15 $42 
End, eae. 2.91 2.98 3.17 32 
20-Yr. End..... 4.10 4.27 4.83 59 
Pref. Risk O. L. 3.15 3.23 - = 


American Bankers 
The American Bankers has revised its 
family income policy. It is now issvé 
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as a rider which may be attached to any 
life form to be effective five, ten, 15 or 
20 years as the policyholder desires. 
After such time the rider is detached 
and the rate reduced accordingly. It 
provides $10 monthly income and $150 
cleanup fund per $1,000 of insurance. 
Prudential Dividends 
Dividends amounting to $92,700,000 are 
announced by the Prudential. Of this 
amount, $61,300,000 was apportioned for 
industrial policyholders. This is the 
largest amount ever apportioned to the 
industrial policyholders of a life com- 
pany. 
' For the holders of ordinary and inter- 
mediate monthly premium policies, divi- 
dends of $31,400,000 have been provided. 


Victory Life of Topeka 


WwW. J. Bryden, general manager of the 
Victory Life of Topeka, brought another 
surprise to the life insurance men of the 
middle west again when he announced 
that the company would pay 35% per- 
cent policy dividends again this year. 
This company was organized by Mr. 
Bryden when he retired as assistant 
state insurance commissioner in 1920. It 
was organized on a conservative basis 
but has been extremely aggressive in its 
campaign for business of a class that 
was calculated to continue on the books. 


The company has always taken pride in 
the comparatively small number of 
lapsed policies it has recorded. 

The 35% percent dividend on all poli- 
cies was announced five years ago and 
was regarded as most unusual by insur- 
ance men. 





Amicable Life 


The Amicable Life of Waco, Tex., has 
reduced rates for endowment at 65 and 
20-pay endowment at 65, reduction apply- 
ing to ages 38 to 44, inclusive, for the 
endowment at 65 and to ages 13 to 44 for 
the other contract. Guaranteed loan 
and surrender values remain the same as 
formerly and estimated annual dividends 


also the same. An illustration of the 
premium reduction is given below at 
five-year periods: 

Endowment 20-Pay 
Age at 65 end. at 65 
i éeddeenseeesecoued $13.74 21.51 
I vd sasha Shh atte ahi seed 14.40 22.23 
a Rkeseeanes oe welean 16.37 24.32 
a eaten etdewas eee ta 18.98 26.87 
St. nena eee ian weet 22.51 29.98 
Mt cecedsncedesnessse 27.43 33.84 
i cba deakdas tind exe 34.47 38.72 
Oe: Ccbbisbadetéccawae 42.79 43.90 





Connecticut General Life 


The Connecticut General Life will pay 
4% percent on funds left with the com- 





pany instead of 5 percent. 








| AS SEEN FROM NEW YORK 





JACOBY AGENCY A LEADER 


The Harry Jacoby Agency of the 
Home Life of New York in New York 
City was the leading agency both for 
December and for the entire year 1931. 
The agency had a record December to- 
tal of new business, one of the best 
month’s production records of any 
agency. This agency is only four years 
old, Mr. Jacoby starting from scratch 
in June, 1927. He has built in this 
short time the leading unit, countrywide. 

Mr. Jacoby was further honored by 
the presentation of the “President's 
Cup” to him by E. I. Low, chairman of 
the board. This is the annual award for 
the agency which leads in the total of 
new business from new men. This being 
the third consecutive year he has won 
the cup, it now becomes his property. 

Five members of the Jacoby agency 
qualified for the “President’s Club” and 
will go to Florida later in January for 
the annual meeting of that organization. 
These five are L. L. Rothstein, Mayer 
Wolff, M. H. Cohen, William Citron 
and Abraham Freundlich. ? 

Mr. Rothstein, who is vice-president 
of the agency, made an outstanding rec- 
ord by writing over $1,000,000 in new 
business, although only in the business 
and with the Jacoby agency the last two 
months of the year. 

x * * 
MeNAMARA MEN HEAR YOUNG 


Vash Young, speaking on his favorite 
theme, “A Fortune to Share,” gave an 
inspiring start to the new year for the 
J. C. McNamara agency of the Guardian 
Life of New York. The entire organiza- 
tion, numbering considerably more than 
100, attended a get-together breakfast 
Tuesday. Copies of Mr. Young’s book, 
“A Fortune to Share,” were given to 
each of those present. Mr. Young is 
one of the outstanding producers of the 
Equitable Life of New York. 

Other speakers were Dr. M. B. 
Bender, medical director of the Guardian 
Life, and Valentine Howell, formerly of 
the Guardian and now associate actuary 
of the Prudential. 

x * * 
SEES MUCH FUTURE PROMISE 


Superintendent Van Schaick of New 
jork in_a_ contributed article to the 
Herald-Tribune” said that of all classes 
of business the life companies have suf- 
fered the least from present economic 
conditions. He asserted, “While there 
as been some reduction in volume of 
new business and policy loans have been 
Somewhat increased over those of nor- 
mal periods, these have caused little dis- 


and that violation of the twisting statute 


was punishable only by revocation of the 
agent’s 


visions. 
given within a few weeks. 


tality rate has not been affected. The 
investments of life companies being of a 
most conservative nature have withstood 
the market depression remarkably well. 

“The insurance business generally has 
performed its proper and useful func- 
tion as a reservoir of funds to be made 
available in times of distress. Any fail- 
ure of the insurance companies to meet 
these obligations has been an insignifi- 
cant proportion to the total. With com- 
panies intent on eliminating waste and 
excessive cost in the production of busi- 
ness; with the development of a keener 
scrutiny of underwriting practices by the 
companies themselves and with the fine 
cooperation existing between the state 
supervisory officials and executives there 
is much promise for the future in the 
insurance business.” 

* * * 
ARGUMENTS IN TWISTING CASE 


Arguments on appeal in the case of 
C. A. Legg, sentenced to serve 60 days 
in the workhouse for violating the twist- 
ing statute of the New York insurance 
law took place Tuesday in the appellate 
division. The prosecution denounced 
Legg’s activities in very definite terms 
and gave reasons to show that the ap- 
pellant was guilty of misrepresentation 


was ground for sentencing him even 
though he was not employed by an in- 
surance company. Legg had contended 
that his statements were the truth and 
that violation of the statute in question 


! license and since he had no 
license he was exempt from its pro- 
Judgment will probably be 


*x* * * 
THAYER WITH PROSSER & HOMANS 


C. E. Thayer, executive assistant to 
Vice-president W. J. Graham of the 
Equitable Life of New York, has joined 
the Prosser & Homans agency of the 
Equitable here. Mr. Thayer came to the 
Equitable home office from Chicago in 
1928. His work at the home office was 
in the field of contact and publicity. 


To Keep Lapse Records 


Every four months hereafter, the 
Connecticut Mutu&l Life will report to 
each general agent the lapses on those 
policies on which two full premiums or 
less have been paid charged to each 
full-time agent. Individual lapse rates 
will be computed at the end of each 
year and the performance of every man 
can be measured. A better idea of the 








turbance in the life field. The mor- 


value of a producer can then be gained. 
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EVERYTHING 
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LEXANDRIA 


HOTEL 
INTERNATIONALLY FAMOUS 


RATES 
SINGLE WITH BATH $22°T0+8. 
DOUBLE WITH BATH $4. To +9, 
ATTRACTIVE WEEKLY, MONTHLY 
AND RESIDENTIAL RATES 
The Alexandria Hotel is an affiliated 













unit of the Hotel Cos 2? Hotels 
in the middle west, Louisville, Ky. 
and Pittsburgh, Pa. and the Hamilton 


chain of Hotels in California--- --- 


E.C.EPPLEY CHARLES B HAMILTON 
President, Vice-President & Managing Director: 


CORNER OF FIFTH AND SPRING STREETS 


LOS ANGELES 


CHICAGO OFFICE - 520 No. Michigan Ave.* Suite 422 - Phone-Superior 44/6 














THE FORMULA OF SUCCESS 


= INSURANCE can be explained in plain, everyday language. 
: The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and s ul. 


Tus Mutvat Lirs or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. 
Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


_ engaging in life insurance field work as a career of broad 
jevement are invited to apply to 


Those contemplati 
service and personal a 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President Vice-President and 
Manager of Agenci 




















Il Il 
SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


Home Office: LINCOLN, NEBRASKA 
il il 
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~ SOMETHING NEW tnar IS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street : : : Chicago 








SHIRIEY-SAVOY 


HOTEL 





HOME OF RADIO STATION 




























































400 ROOMS 
Exceptionally well togemed 


RATES FROM £2. A DAY UP 
Excellent Dining Room 
and Coffee Shop 


PARK YOUR CAR IN THE 
SHIRLEY GARAGE 


BROADWAY AT 17th 


DENVER 












J. EDGAR SMITH Ares E.C.BENNETT Mor. 
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Continue Fight on Twisters 





Los Angeles Managers Club Decides on 
More Aggressive Steps—Pay Tribute 
to Rathbun 





LOS ANGELES, Jan. 7.—At the last 
meeting of the Life Managers Club of 
Los Angeles, Kellogg Van Winkle, 
Equitable Life of New York, chairman 
of the committee on twisting, reported 
that a local thrift concern had recently 
discharged three of its salesmen who 
had been found guilty, directly and indi- 
rectly, of twisting and that the com- 
pany is now actively cooperating with 
the club in this matter. Mr. Van Winkle 
also reported that two new twisting or- 
ganizations have recently opened for 
business in Los Angeles, and suggested 
that the seriousness of the local situation 
in that respect demanded the employ- 
ment of an attorney to handle any com- 
plaints brought to the attention of the 
club. The committee was authorized 


to proceed further along this 

President Sam McCurdy called atten- 
tion to the sudden death of George A. 
Rathbun, Los Angeles general agent of 
the Equitable Life of New York for the 
past 25 years. Memorial resolutions 
were adopted in tributes to Mr. Rath- 
bun and were given by John Newton 
Russell, agency adviser Pacific Mutual 
Life; C. S. Montgomery, National Life 
of Vermont, and Cecil Frankel, asso- 
ciate general agents in the Rathbun 
agency. 


Nebraska Complaint Dropped 


The complaint recently filed by C. J. 
Phelps, for the Nebraska Life Agency 
Managers Association, against the 
Omaha “News-Bee,” alleging that it was 
selling insurance without being licensed, 
has been dropped. The newspaper, one 
of the Hearst string, took out licenses 
as agents of the Continental Life of 
St. Louis for 50 employes in the cir- 
culation department, who alone will 





hereafter handle applications. 
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Detroit’s Elaborate Plans 





Life Underwriters Have Mapped Out a 
Comprehensive Program for National 
Life Insurance Day 





DETROIT, Jan. 7.— Plans for De- 
troit’s celebration of national life insur- 
ance day, Jan. 21, were completed at a 
meeting of the joint insurance day com- 
mittee of the managers association and 
the De.roit Life Underwriters Associa- 
tion. General Chairman E. W. Owen, 
manager of Sun Life, presided. H. K. 
Schoch, general agent for the Aetna 
Life, is chairman of the managers group 
and H. E. VandeWalker, Michigan sup- 
ervisor American Life, is chairman for 
the life underwriters group. 

The activities will open with a break- 
fast at which upwards of 500 agents will 
be asked to secure at least one applica- 
tion each during the day. Richard 
Hardst, manager of the Michigan Auto- 
mobile Club, will give the underwriters 
a “pep” talk designed to stimulate their 
efforts for a good day’s production. 


Prominent Guests Invited 


A nationally known insurance execu- 
tive will deliver the principal address at 
a mass meeting in the evening and at 
least two other prominent insurance men 
will speak also. Commissioner Living- 
ston will give an adress and among the 
guests will be Governor Brucker, of 
Michigan, and Mayor Murphy of De- 
troit. Invitations have been extended to 
the insurance commissioners of adjoin- 
ing states. Every agent at the break- 
fast will be asked to report his produc- 
tion to a special committee prior to the 
mass meeting and the record of achieve- 
ment for the day will be read at the 
session. 

Publicity Points 


Publicity material designed to reach 
everyone of the million and half indi- 
viduals in Detroit with the message of 
national insurance day, including the 
distribution of posters supplied by the 
National Life Underwriters Association, 
a series of addresses before luncheon 
clubs and other groups during the week 
preceding the 2ist; addresses on life 
insurance delivered over local radio sta- 


tions and newspaper publicity, is 
planned by the general committee. 
Mr. VandeWalker, who also repre- 


sents the National Association of Life 
Underwriters, is assisting Mr. Owen on 
the general committee. F. E. McMahan, 

















Aetna Life, is chairman of the committee 








in charge of the breakfast; H. A. Carr, 
Home Life, of the poster committee; 
Lester Arwin, assistant to the president 
of the Detroit Life, publicity committee; 
A. P. Johnson, manager Detroit city 
agency, Detroit Life, service club 
committee; Claris Adams, executive 
vice-president American Life, speakers 
committee; H. K. Schoch, radio com- 
mittee, and A. Bodycombe, general 
agent Home Life, and W. C. Bailey, 
general agent Connecticut General, 
committee on production reports. T. F. 
O'Keefe, Mutual Benefit, is president 
of the Detroit Life Underwriters As- 
sociation. 


x * * 
Birmingham, Ala.—The record of J 
Cecil Ivey of the Birmingham office of 


the Prudential was brought out at a re- 
cent meeting of the Birmingham associa- 
tion. T. J. Huey, Birmingham manager 
of the Prudential, called attention to his 
achievement in a program dedicated to 
the industrial agent. 

In 1931 Mr. Ivey wrote two groups for 
$269,000, two wholesale cases for $31,000 
and paid for $103,000 ordinary. He had 
made $132 increase in intermediate busi- 
ness and $35 increase in industrial. Ii 
November he wrote $93,000 of ordinary 
and took 20 intermediate and 79 indus- 
trial applications. 

Mr. Ivey, who has been with Pruden- 
tial since August, 1929, has been invited 
to address the Birmingham association 
at the January meeting on “When In- 
dustrial Is Sold, How It Serves.” 

* * * 

Northern New Jersey—The next regu- 
lar meeting of the Northern New Jersey 
association will be held Feb. 9, the 
January meeting being omitted on ac- 
count of the dinner to be tendered to the 
members of the association by the Fi- 
delity Union Trust Company of Newark 
Jan, 20. 

*x* * * 
Tex.—A sales congres 
0 / 
is 


San Antonio, 
will be held in San Antonio Feb. 9. 
Schnabel, Jefferson Standard Lifé 
chairman of the committee on arrange- 
ments. 

x * * 

Fiint, Mich.—W. R. Chapman, 
ant superintendent of agencies, North- 
western Mutual Life, will address the 
Flint association Jan. 21. The usual 
meeting time of the association is 0? 
Saturday but the program was moved UP 
as Mr. Chapman will be in Flint Jan. 2 
to conduct a meeting at the J. A. Car!- 
son general agency. 

*x* * * 

District of Columbia.—The Decembet 
meeting of the District of Columbia 
association in Washington featured 4 
program in honor of members of the 
association who have received the C. lL 
U. designation. Addresses were give? 
by Earle W. Sapp on“ The C. L. U. Move- 
ment;” Carl S. Dow, on “How to Prepare 
for the C. L. U. Designation,” and Joseph 


assist- 





line. 
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A. Marr on “What the C. L. U. Designa- 
tion Means to the Man in the Field.” 
Washington life underwriters who have 
the C. L. U. designation are M. C. Bur- 
rell, H. L. Choate, C. S. Dow, H. C. 
Fisher, J. A. DeForce, J. A. Marr, F. D. 
Roach, E. W. Sapp, D. T. Scott and P. D. 
Sleeper. 
* * * 
Baltimore.—Gilbert , A Stephenson, 
vice-president Equitable Trust Company, 
Wilmington, Del., and president of the 
trust company division, American Bank- 
ers Association, was scheduled to speak 
at this week’s meeting of the Baltimore 
association on “Analyzing Estates to 
Determine Insurance Needs.” 
E. L. Anderson, president of the Balti- 
more association, has asked managers 
and general agents to send in as soon 
as possible suggestions for members of 
the committee that will be appointed to 
cooperate with the Maryland department 
in recommendations for the examination 
of candidates entering the insurance 
business. 
*x* * * 
Milwaukee.—The second meeting of 
the newly formed Milwaukee association 
will be held Jan. 21, Life Insurance Day. 
H. J. Cummings, vice-president Minne- 
sota Mutual Life, will be the principal 
speaker. 
x * * 
Vermilion County, Ill.—The Vermilion 
County association, at the annual meet- 
ing at Danville, elected Ralph Heininger 
and L. P. Livengood directors for three 
years. The board will meet soon to elect 
officers and complete organization for the 
year. Assignment of speakers will be 
made also for three-minute talks at the 
various clubs in the city Jan. 21, “Life 
Insurance Day.” Their topic will be 
“What Insurance Is Doing for the Com- 
munity.” 





* * * 
Cleveland—tThe first 1932 meeting of 
the Cleveland association was scheduled 
for Jan. 8, with Paul F. Clark, general 
agent John Hancock Mutual Life in Bos- 
ton, as the speaker on “How to Write 
More and Larger Policies in 1932.” 
* 

San Franciseo.—San Francisco life un- 
derwriters, who are sponsoring a com- 
munity movement to culminate in a 
monster banquet Jan. 21—Life Insurance 
Day—have received considerable en- 
couragement from leading business in- 
terests of the city. They plan to have 
at least 1,000 leaders from as many firms 
of the city at the banquet. 

Leland W. Cutler, president of the San 
Francisco chamber of commerce, wrote 
Charles M. Goodman of the Equitable of 
New York, chairman of the general com- 
mittee, that his organization was solidly 
behind the idea, 





Accept Disability, 
Dividend Changes 


(CONTINUED FROM PAGE 7) 


funds in companies that considered 
safety of policyholders’ money a cardinal 
principle, 


“As for disability,” he continued, “I 
can think of no better analogy than that 
of the world-infamous dole. The dole, 
economists agree, is very attractive and 
ideal in theory, but not after the factor 
of human weakness is taken into con- 
sideration. In England, the dole is 
abused by dishonest claimants. That is 
one of the primary reasons why disa- 
bility, which sounded so attractive in 
theory, did not work out so well in prac- 
tice. There are people whose honesty 
is beyond reproach, but who feel no 
compunction when it comes to making 
aclaim for disability benefits. Mild dis- 
honesty grows into rank abuse in both 
of these instances. That this abuse has 
been permitted to thrive until it has 
reached the dimensions of outright fraud 
's largely our own fault, and that many 
Companies are turning this soiled leaf 
°ver to start afresh is salutary indeed.” 

Another general agent went even fur- 
ther by declaring that both the home 
office and field have contributed to the 
lailure of this protection feature. He 
‘aid: “Unnecessary pressure brought to 
el by agents in order to make border 
ime cases legitimate; unnecessary leni- 
‘ney by the companies in paying claims 
‘nat were known to be border line or ille- 


sitimate, but which, for purposes of 
= will in certain competitive terri- 


» It seemed expedient to pay; incom- 


aries, and worth less than that, inter- 
preting a clause about which master 
minds of life insurance are admittedly 
at loggerheads—these, I think, are re- 
sponsible for the failure of disability. 

“IT would not say,” he continued, “that 
the fault lies directly with any one of 
these branches of the business, but col- 
lectively, they have stultified a worth- 
while plan. ieee claim officials, while 
carefully guarding company funds in 
order that none but bona fide claims be 
paid, have not been granted a payroll 
commensurate with the importance of 
the claims that their hired personnel 
must investigate. Thus the situation be- 
comes one of conserving company funds 
at the spigot and wasting them at the 
bung. Why, my 14-year-old boy could 
investigate claims and recommend set- 
tlements with more intelligence than 
many of the inefficient claim investiga- 
tors today.” 


Bond Investments Increase 


$506,000,000 in Last Year 





The major life companies of this 
country increased their investments in 
bonds by about $506,000,000 last year, 
according to a compilation by the in- 
vestment house of Wood, Struthers & 
Co. Of this amount about $147,000,000, 
or 26 percent, went into public utility 
issues. 

These life companies now own about 
$6,537,000,000 in bonds, an increase of 
almost 8 percent since the beginning of 
last year. Of the total, about $1,693,- 
000,000, or 26 percent, is in public utility 
bonds. Since public utilities have a 
funded debt totaling about $11,600,000,- 
000, the compilation shows that nearly 
14.6 percent is held by the principal life 
companies. 

These companies have invested a total 
of about $637,000,000 in securities in 
mortgages since Jan. 1, 1931, making 
$147,000,000 invested in public utility 
bonds, slightly more than one-fourth of 
the above total. 


Predating Governs Grace 


Holding that courts are without au- 
thority to rewrite the contract, the Mis- 
souri supreme court, first division, rules 
in favor of the International Life on 
five policies amounting to $112,500 car- 
ried by George Henry Prange. Prange 
took out the policies in May, 1922, but 
by a special written agreement, signed 
before the policies were delivered to 
him, he requested that they date back 
to April 4, 1922, in order to get a pre- 
mium at a lower age. He died on Sept. 
26, 1923, without having made any pay- 
ments except the first premiums, 

Suit was brought on the policies on 
the ground that the company had im- 
properly declared the policies forfeited 
on the expiration of the grace period 
after April 4, 1923. It was contended 
that the grace period ran from the ac- 
tual date of issue, and the forfeiture 
having been improperly declared the as- 
sured was not bound to tender the sec- 
ond premiums. The supreme court 
rules that the parties freely made a con- 
tract dating from April 4 and the con- 
tract was binding. Therefore the poli- 
cies were really forfeited on the ex- 
piration of the grace period. 


Earl Sycks Resigns as the 
State Mutual General Agent 





Earl R. Sycks, for several years man- 
ager of the State Mutual at Cincinnati, 
has resigned and will hereafter devote 
himself to personal production in Cin- 
cinnati. Mr. Sycks is a past president 
of the Cincinnati Life Underwriters As- 
sociation and has been prominent in 
association affairs. He went to Cin- 
cinnati from Dayton, O., where he was 
manager of the Equitable Life of New 
York in the Henry J. Powell agency. 
Mr. Sycks will announce his new con- 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $45,616,098.00 
Surplus 7,085,859.53 


ORDINARY—INDUSTRIAL 
s 


We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 




















THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 


door-bell. 
es 
There Is a Home Life Policy for Every Purse and Purpose 
0p. 





OVER ONE HUNDRED MILLIONS IN FORCE 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 
DELAWARE) 




















* insurable from 
the day of birth 
with - 


The Lincoln National Life Insurance 
Company , Fort Wayne , Indiana 








Petent claim investigators on clerks’ sal- 


nection shortly. 
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PROVEN 
CONTACTS 

IN 
EVERY TOWN 


Our organization in 
Illinois is unusual in 
that we have desirable 
contacts in every town 
available for our 
agents. This factor 
alone gives our repre- 
sentatives confidence 
because they know 
their time will be taken 
up calling on pros- 
pects who are really 
interested. There is 
still some desirable 
territory open for pro- 
ducers. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Executive Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 
















































ON 


HINGT 
The SHOREHAM is the Capi- 
tal’s newest hotel. Surrounded 
by beautiful Rock Creek Park 
yet within 10 minutes of the 
White House. All outside rooms, 
14 x 20 feet, each with bath, cir- 
culating ice water and radio. 
Facilities for recreation include 
tennis courts, riding stables, and 
glass -enclosed swimming pool, 


RATES $5 and % single 
$8 and $9 double 











Connecticut Avenue at Calvert Street 
*» WASHINGTON, D C. 
’ L. Gardner Moore, Manager 
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DETROIT, Jan. 7—The man who is 
not afraid to stand up to his boss and 
express an honest disagreement with his 
ideas or policies exhibits a strength of 
character that will virtually guarantee 
his success in the insurance business, 
Thomas F. O’Keefe, sales manager of 
the Johnston & Clark agency of the 
Mutual Benefit Life and president of the 
Life Underwriters Association of De- 
troit, told the Detroit Life Insurance 
Supervisors Association at a meeting 
Jan. 4. Mr. O’Keefe was introduced by 
Bryson Loughridge, educational direc- 
tor of the Mutual Life of New York 
branch and president of the organiza- 


tion. 
Aggressiveness Is Needed 


“Strength of character indicates ag- 
gressiveness and aggressiveness is one 
of the cardinal traits that a successful 
life underwriter must have,” said Mr. 
O’Keefe. “A man who drives a close 
bargain with his boss will put over his 
points to the prospective policyholder so 
well that he is likely to sell a large 
share of those he calls on. I much pre- 
fer an aggressive man who knows just 
enough about insurance to have an edge 
on his competition to the man who 
knows a great deal about it. The latter 
is very apt to be so interested in life 
insurance as a study that he will not 
put enough effort on the conveying of 
that knowledge to the prospects. 

“Students” Go Off at Tangent 


“Speaking of the student type, I know 
two agents who are obsessed with par- 
ticular phases of the business to such 
an extent that they don’t sell as much 
insurance as they should. One is a col- 
lector of cards. He has a card index of 
prospects so huge that he could not 
call on all of them if he lived to be as 
old as Methuselah. He spends so much 
time adding to his prospect list that his 
production suffers greatly. The other 
fellow is a collector of ideas. Every time 
he runs across a new sales idea or 
method he is convinced that it is the 
best thing he has ever seen and imme- 
diately adopts it—for a few days until 
he hits on something new. He changes 
his methods so often his production rec- 
ord is the despair of his office. 

“The man who thinks about his job is 
fine—if he doesn’t carry that thinking to 
the point where it interferes with his 
work, After all, it’s work that counts. 
Give me the man who does his thinking 
out loud to his prospects! Then there 
is the chap who is too gentlemanly. He 
is a credit to his agency, yes; but he is 
too gentlemanly to disagree with his 
eon and too courteous to be force- 
ul. 

Prefers Salesman of Other Lines 


“In selecting agents for my office I 
prefer the man with selling experience, 
but not with selling experience in life 
insurance. A _ groundwork of sales 
knowledge greatly increases his chances 
for immediate production, but if he has 
become imbued with the methods of an- 
other agency it is often enough neces- 
sary to relieve him of some of his pet 
ideas and then to implant new ones. 
This is much harder to do than to start 
fresh from scratch with a man who 
knows the fundamental principles of 
salesmanship but has never applied them 
to our business. 








“The ideal new agent is a man who 





Aggressiveness First Requisite 
in New Agent—“Student” Type Is 
Often Impractical, O’Keefe Says 


has been sales manager of a business 
concern, particularly if he has been sell- 
ing something intangible, such as adver- 
tising. He knows the type of sales re- 
sistance he will encounter and has al- 
ready perfected his responses to the 
stock objections encountered in selling 
intangible merchandise such as _ insur- 
ance. He has had a thorough ground- 
ing in sales work and the transition to 
production of insurance is an easy one 
for him. We get many of our new 
agents by watching announcements of 
impending liquidation of companies, and 
then approaching the sales managers 
with our proposition. 


Don’t Put on Too Many Men 


“If you know a man with selling ex- 
perience who has gone as far as he can 
go in his own business and who is not 
sure of his position because of the eco- 
nomic conditions of the present time by 
all means see him and tell him the op- 
portunities in the insurance field. Don't 
put on too many men at once. Take on 
a new agent and work with him for a 
while before you turn him loose on his 
own. You can’t do that effectively if 
you take on several at once, or close to- 
gether. Each new man presents indi- 
vidual problems that you, as supervisors, 
will have to study. You can’t study new 
agents efficiently as a group. 

“We have no hard and fast rule on the 
matter of the age of new agents, al- 
though we seldom take on a man under 
30 because he is not likely to have a 
mature enough understanding of life's 
problems, and we seldom take on a 
man over 50 unless he is the type that 
has a wide circle of personal friends and 
is willing and able to work in conjunc- 
tion with another man who knows the 
business and can aid him in closing his 
cases.” 


Williams Gives Optimistic 
Talk to the Field Men 





A message of optimism was delivered 
by President C. F. Williams of the 
Western & Southern Life to his field 
force. 

The country, he said, is fundamentally 
sound and with a “set determination” 
the business cycle can be controlled so 
as to prevent a recurrence of present 
conditions. 

The business man and wage earner, 
he declared, must be men of positive 
convictions to meet the new conditions. 
“They will be expected,” he said, “to 
function more efficiently in their daily 
pursuits.” 

Mr. Williams predicted that 1932 will 
be a remunerative year for life insurance 
men, because of the appreciation of the 
value of insurance on the part of the 
public. 

He said that life insurance companies 
must maintain intelligent and competent 
employes. “The employe,” he said, 
“must be paid a wage commensurate 
with his ability and made to feel safe 
in his employment. This plan is positive 
and is assurance to the employer that 
increase in production is forthcoming.” 


The Federal Life of Chicago has with- 





Stephen M. Babbit 


President 


HUTCHINSON, KANSAS 











$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 


see, West Virginia or the District of 
Columbia. 
This is one of many unique contracts 
issued by 


Write for Sample and Particulars 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 











Insurance Men 
are good judges of 


VALUE 


So, of course— 


HOTEL 
KIRKWOOD 


in Des Moines 


has already become head- 
quarters for Iowa insurance 


men 
The biggest room values in the state 
—all with bath at $2.50-$3, no 


higher—insurance of the utmost for 
your money. 

Popular coffee shop—Garage next 
door—You will always find the 
crowd at The Kirkwood. 










A Tangney-McGinn Hotel 











THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden.....Price $1.50 


Shows the various ways that life insurance can srr? 

in the administration of an estate. Includes many 

illustrations and graphs. Order from The Nations! 
, 41946 Insurance Exchange, Chiceso. 
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a 

































Bu 
the | 
lisher 


news} 
two | 
histo! 
mer 
and t 
mana 
Bu: 
spons 
a yea 
conti 
liam | 
50 ye: 
paper 
politic 


prope! 
memb 
their 
who f 
life w 
group 
headec 
of Ni 
award 
But 
own ¢ 
50 per 
death 
that tl 
and th 
doubtf 
met w 


Insura 
Cont 
At 

1927, { 

to $62 

enough 

Ployes 

made <z 


died in 
Insuran 
the dir 
cent of 


Averte: 
Outs: 





Geor 
Seested 
directo 
McColl 
feneral 
vice-pri 
rons, Se 
charge 

obert: 
Vertisin 
Managi 

ansas 
Compan 
900 bus 

With 

v busi 





























January 8, 1932 


LIFE INSURANCE 





EDITION 











ry 


— 
rm 

































MODERN 
MESS GIETTING 
MIETIEIOIDS 



































% || 














3 __& 









































Business Insurance Perpetuating 
Independent Policies of Kansas City 
“Star” by Controlling Stock Issue 


Business insurance is given credit by 
the Kansas City Star Company, pub- 
lishers of one of the great American 
newspapers, for having carried it through 
two of the most difficult periods in its 
history, following the death of the for- 
mer owner, Irwin Kirkwood, in 1927, 


and that of August F. Seested, general 
manager, a year later. 
Business insurance was largely _re- 


sponsible for enabling the company, only 
a year old at Mr. Kirkwood’s death, to 
continue the policy, in effect since Wil- 
liam R. Nelson founded the “Star” over 
50 years ago, of operating a great news- 
paper absolutely free of financial and 
political entanglements. 


Newspaper Staff 
“Gambled” on Purchase 


Nelson’s will provided that the news- 
paper properties be sold within two 
years after his death “for the best price 
and on the best terms obtainable.” Trus- 
tees at once advertised for bids on the 
properties. It was a dramatic crisis for 
members of the staff who had devoted 
their lives to building the “Star” and 
who faced the possibility of seeing their 
life work suddenly gone for nought. A 


group of associates on the “Star,” 
headed by Irwin Kirkwood, son-in-law 
of Nelson, bid $11,000,000 and was 


awarded the properties. 

But even then the “Star” staff did not 
own control. Mr. Kirkwood held over 
50 percent. About a year before his 
death it was proposed to Mr. Kirkwood 
that the staff ownership insure his life, 
and this was done. Save for this, it is 
doubtful if the crisis could have been 
met without outside financial aid. 


Insurance Preserved 
Control Inside Paper 


At Mr. Kirkwood’s death Aug. 29, 
1927, the business insurance amounted 
to $625,000. Although this was not 


enough to enable other stockholders em- 
ployes to purchase all the stock thus 
made available, with it the directors and 
staff were able to go on with their plan 
. keep the stock within the organiza- 
ion, 

Mr. Seested then became president. 
He also was insured, for $500,000. He 
died in October, 1928, but again business 
msurance provided the means by which 
the directors could take over the 20 per- 
cent of the stock which his estate held. 


Averted Need for 
Outside Financing 


R George B. Longan succeeded Mr. 
eested as president. At present, the 
directorate consists of Mr. Longan, Earl 
{cCollum, vice- -president and assistant 
Seneral manager; Henry J. Haskell, 
vice-president and editor; John T. Bar- 
Tons, secretary and business manager in 


charge of local advertising; Earl E. 
: obertson, treasurer and national ad- 
fttising manager; Roy A. Roberts, 


managing editor, and Fred C. Trigg, 
— correspondent. Upon these the 
ipany carries an aggregate of $1,185,- 
900 business insurance. 
Without the emergency funds created 





‘ 
Y business insurance, the “Star” com- 


pany points out, there would have been 
considerable danger of outside financial 
interests becoming involved in the 
paper’s ownership. 

Besides providing badly needed finan- 
cial assistance in time of grave emer- 
gency, the business insurance so used 
has been proved free of inheritance taxa- 
tion. In the case of John E. Wilson, 
executor of the Kirkwood estate, vs. 
Noah Crooks, tried by Judge Otis in 
federal district court there last fall, it 
was established that the business insur- 
ance carried on Mr. Kirkwood’s life 
neither was controlled by nor advan- 
tageous to the Kirkwood estate. 

The federal government attempted to 
show that Kirkwood retained control of 
the insurance, and contended that, be- 
cause of his heavy holdings in the com- 
pany, he indirectly paid the premiums on 
the insurance. 


Kirkwood’s Insurance 
Proved to Be Tax Free 


Counsel for Wilson established that 
Kirkwood did not control the insurance, 
nor pay the premiums directly or in- 
directly. It further showed that under 
the insurance trust agreement the “Star” 
company had with Kirkwood that the 
latter could not have changed the bene- 
ficiary without the directors concurring 
in such a move; and that he could not 
have cancelled the stock trust indenture, 
by which stock is kept within the cor- 
poration, without securing the approval 
of 50 percent of the stock which he did 
not own or control. 





It is interesting to note that the busi- 
ness insurance plan later adopted by Mr. 
Kirkwood’s associates on the “Star” 
first was proposed to Mr. Kirkwood by 
Daniel Boone, president of the Midland 
Life, who placed the insurance. 

The business insurance has been the 
means of carrying out ideals and an in- 
dependent policy established by Nelson 
and fought for vigorously over many 
years. Under Nelson the “Star” earned 
an enviable reputation for having de- 
cided views based on the greatest public 
good, and for expressing them fearlessly. 

The insurance has made it possible for 
the present management to guarantee 
against any outside interests getting 
even a slight interest in the valuable 
property which might gradually be in- 
creased to a point where policies were 
changed. No money now can be bor- 
rowed on “Star” stock. There is no 
market for it because the directors have 
decreed a stockholder’s interest is only 
a life interest. The stock thus cannot 
be inherited. 


Agreement Denies 

the Right to Sell 

Surviving stockholders are privileged 
to purchase the stock of a deceased 
shareholder at book value, but it is not 
permissible to sell it anywhere else. The 
lack of a market completely eliminates 
the valuable “Star” stock from market 
trading and speculation. Since there is 
no market for it save among stockhold- 
ers, the stock is free from inflation. 
Book value is the best that can be gained 
for it. 

Discharge of a_ stockholder-employe 
forces him to sell his stock to the others. 
Entire ownership remains within the or- 


ganization. 
This has been important, for the 
“Star” has had a very successful history. 


The ample financing furnished by life 





Explains Rights of Creditors 





The Nathaniel Reese general agency 
for the Provident Mutual in Detroit 
makes this statement as to the trouble- 
some question of the rights of creditors 
to the insured’s insurance equities: 

“The general rule is that anything that 
a man owns, anything he has the power 
to assign to anyone else is available to 
his creditors through the proper legal 


process, unless there is some statute 
exempting any such property. The 
bankruptcy law is federal. It makes 


everything available to creditors except 
that it respects a state law exempting 
any property. 


Recent Case Cited 


“In Michigan there is a statute which 
exempts life insurance: And the pro- 
ceeds of any policy of life or endow- 
ment insurance, which is payable to wife, 
husband or children or a trustee for the 
benefit of a wife, husband or children of 
the insured, including the cash value 
thereof shall be exempt from execution 
or liability to any creditor of the in- 
sured. This statute plainly refers to 
proceeds during the insured’s lifetime 
or after his death and cash values which 
he may demand. Never cause insurance 
to be made payable to the estate. 

“Recently a man died leaving his in- 
surance payable to the estate. The 


estate was in a bad condition and all 





the insurance proceeds, $60,000, were 
taken by creditors. This amount payable 
to the wife would have been saved and 
would have paid her about $350 per 
month for life. The general estate 
amounted to about $500,000 and what- 
ever there is left is heavily encumbered 
and likely to be lost. 

“Of course, if the wife 
absolute beneficiary the creditors 
would have no right at all. As long as 
there is an absolute beneficiary living 
the policy can not be iouched by the 
insured or his creditors without such 
beneficiary’s permission. In a recent 
case the wife and a child were named 
absolutely. The child was contingent 
beneficiary. This bars creditors even 1f 
the wife dies if the child survives. This 
is perhaps carrying the matter too far 
because the insured could not do a thing 
with the policy unless the child had a 
guardian appointed by a probate court. 

“The statute in Michigan makes this 
extreme precaution unnecessary. Con- 
cerning the statute. however, the ques- 
tion may be raised in court some day 
as to whether it applies to cash values 
accumulated before the law was passed. 
Recently a court held that a joint bank 
account set up before an exempting 
statute was enacted would not be pro- 
tected by such act. Future litigation 
alone can settle the question.” 


is named as 








HOW A 
Millionaire Answers 


“My wife earned a good sal- 
ary before we were married 
and she could return to the 
Same occupation.” 





Yes—I'll grant you that, provided you 
had no children and provided your wife 
was still young. Business firms want 

younger folks in their employ. Wouldn't 
it be a nice thing to keep your wife at 
home so that the children could have 
their mother’s care? (He must say yes!) 

How old is your youngest child? (He 
answers 5). 

With the provisions you have made 
in the way of a home and some savings, 
wouldn’t it be fine to supplement these 
provisions with $50 a month for 10 years 


until Mary was 15? (He must answer 
yes.) How much will that take? Agent 
answers $5,203. What's the cost? 


Agent gets application and informs pros- 
pect that doctor will call tomorrow at 
3 p. m. (We agents must show the 
need and show how inadequate present 
insurance or other provision is).—Nel- 
son F, Chambers, New York Life, Scars- 
dale, N. Y 


insurance proceeds has enabled directors 
to develop a business which it is said 
regularly has paid 20 to 25 percent divi- 
dend. On the open market this stock 
would have been grabbed up by many 
interests and individuals. 

; A striking example of what the life 
insurance has meant to the “Star” own- 
ers 1s presented in the case of one em- 
ploye who like the others was offered 
the opportunity of buying stock at par 
by paying a third cash. It had been 
estimated that dividends would complete 
the payments. 


Example of Results 
of Business Insurance 


This man scraped together $15,000 
and bought 450 shares, par value $45,000. 
At Mr. Kirwood’s death the life insur- 
ance proceeds were distributed on a 
basis which gave this man an additional 
450 shares with the one-third down pay- 
ment made. Mr. Seested’s death brought 
the man about 225 shares on a similar 
basis. It is reported this week that an- 
other insured member of the staff has 
died, which if true will mean an addi- 
tional stock dividend. 

This man now has approximately 
1,125 shares, par value $112,500. Book 
value is said to be about $250 a share. 
making his holdings worth $280,000. It 
is understood that dividends have paid, 
or are expected to pay for all this stock, 
and the man’s only cash investment for 
this large block is only the original 
$15,000. 





Saltzstein Sets New Record 


A. L. Saltzstein, general agent of the 
New England Mutual Life for Wiscon 
sin and northern Michigan, announces 
that in spite of the depression 1931 was 
the greatest year in the history of his 





agency. Volume of new business sur- 
passed all previous years by a wide 
margin. 
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| Large Proportion 
Restrict Disability 


(CONTINUED FROM PAGE 2) 


income generally will not be cansidered. 
Farmers will not be considered for more 
than $5,000 insurance with disability in- 
come, or $25 monthly income, including 
all policies with the company. 

Waiver of premium is continued, 
being granted up to the company’s limit 
of retention with no change in the clause 
for the present except increase to six 
months’ waiting period. Disability 
rates now in use will be charged for the 
new clause until new rates now being 
prepared are issued. 


California-Western States 


The California-Western States Life, a 
recent merger of the Western States and 
California State, will continue disability 
income benefit of $10 per month per 
$1,000 for men and waiver of premium 
only for women. There has been a 
slight increase in disability rates and 
the benefit hereafter terminates at age 
55 for men, the waiver benefit terminat- 
ing at age 50 for women. A six months’ 
waiting period has been adopted. 

The company’s experience with dis- 
ability income has not been unfavorable. 
The attitude is that the company will 
continue this, considering it a proper 
phase of life insurance service, until a 
change is made necessary by experience. 
It limits insurance, however, to disabil- 
ity insurance originating within its own 
agency force. 

North American Life 


The North American Life of Chicago 
continues disability income, but reduces 
it to $5 per month per $1,000, eliminat- 
ing payment for the first five months of 
disability. The income will not be paid 
for any period of disability more than 
six months prior to receipt of proof, and 
on endowments the income will cease at 
maturity. 

The minimum limit is $2,500 of insur- 
ance with disability income, and maxi- 
mum $20,000. 

Waiver of premium will be continued, 
the lower limit being $1,000 insurance 
and the upper $25,000. Neither disabil- 
ity income nor waiver will be issued 
after age 50 nor will they be issued in 
any sub-standard policy with extra pre- 
mium or table rating for either occupa- 
tional or medical impairment, on any 
joint life or term policy. 


Rates Are Unchanged 





Women are ineligible for disability 
income but waiver will be written on 
women up to and including age 50, the 
premium being twice that for men at 
ages 15 to 50, inclusive. Premium rates 
for disability on men, 15 to 50, inclu- 
sive, will remain unchanged. The com- 
pany will not issue disability income in 
connection with non-medical. 

Vice-President Paul McNamara says 
the company will select disability risks 
carefully, keeping in mind a reasonable 
relationship between applicant’s earned 
income and monthly income to which he 
would be entitled from all companies if 
he became disabled. 

Accepts Some Farmers 


It is significant, due to the action of 
most companies in making farmers in- 
eligible, that the North American, which 
has a large rural business, will continue 
to issue disability income on the lives 
of farmers, but limits to owners only, or 
to selected renters. Under ordinary cir- 
cumstances this limit is $10,000 of in- 


surance, or $50 disability income per 
month. 

Tr Ty . . 

The North American will make 


changes in its waiver of premium clause 
issued in connection with child’s polli- 
cies, premiums being waived in the 
event of disability occurring prior to age 
60. This provision will not be issued 
after age 50. 

Mr. McNamara states, “The North 
American will be among the very few 
companies offering the public an income 
disability clause. It was decided not to 








follow the lead of the majority of com- 
panies and cease offering disability of 
any nature; but to arm our sales force 
with a disability clause modified to an 
extent consistent with present day trend 
of thought and experience. 

“It is significant that published re- 
ports of certain large companies since 
discontinuing disability clauses have 
shown no loss of business whatsoever, 
and a very small number of complaints 
from men in the field that their sales 
were handicapped in any degree by the 
absence of this feature in the contract. 
The North American believes it has 
struck a happy medium in its decision 
on the modified clause; that the new 
terms do justice both to the field force 
and the company.” 

Michigan Life 


The Michigan Life of Detroit, Jan. 1, 
modified its disability benefits. Waiting 
period now is six months. Benefit will 
not be issued to males after age 50 and 
to females after age 45. Disability in- 
come per $1,000 is reduced to $5, and 
will run for life on life policies but will 
terminate on maturity of endowments. 
Income will be paid only for disability 
occurring before age 55 for males, and 
before 50 for females. 

Disability benefits will not be granted 
to married women but only to self-sup- 
porting females, cancelling automatically 
upon marriage. It also will not be 
granted to farmers, to persons who do 
not have earned income, such as stu- 
dents, nor to applicants on the non- 
medical plan. Income will not be given 
where the aggregate in all companies 
exceeds $500 per month or 50 percent 
of earned income averaged for the past 
three years. Maximum disability income 
annuity will be $125 a month, represent- 
ing $25,000 insurance. 


Continental Life 


President Ed Mays of the Continental 
Life of St. Louis announces to agents 
that disability income will be continued 
but the selection committee will grant 
the coverage only to the best risks. 
Agents have been cautioned against 
stressing these benefits in selling life 
insurance. They are urged to add the 
income clause only where it is abso- 
lutely necessary and only on first class 
risks. President Mays asks for the 
earnest cooperation of every agent. 


Rebuilding Offers 
Vast Opportunity 


(CONTINUED FROM PAGE 1) 


loaned on is almost always the one 
which has the least important part in 
a man’s insurance estate. 

“Much that is often overlooked can 
be done with settlement options,” Mr. 
Ricker said. “The study of options can 
be one of the best attention-getters and 
attention-holders that there is, and the 
agent doesn’t have to wait to use it 
until he gets to handling large risks.” 

Mr. Ricker cautioned against penal- 
izing the beneficiary of a small estate 
by an option which would result in too 
many restrictions or in negligible pay- 
ments. He warned particularly against 
the unconsidered use of Option C for 
small estates as it makes no provision 
for a clean-up fund and is in general 
not sufficiently elastic. While there are 
some cases in which Option C is de- 
sirable, “the children of today should 
not be the pensioners of tomorrow” and 
they should be allowed access to the 
principal after attaining a certain age. 

Mr. Ricker appealed to the agency 
force to aid the home office in its effort 
to see that policyholders have their 
settlement options on the best basis for 
each individual case. 


Baldwin Demonstration 


“The Financial Plan,” the prize-win- 
ning sales demonstration which resulted 
in a 20 percent increase in production 
over last year for the Washington, D. 
C., agency, was given by F. G. Clen- 
daniel and J. H. Baldwin of the Wash- 
ington agency. The playlet “What Price 





Many Things Irk R. W. 


Stevens, It Now Seems 











To R. W. Stevens, president of the 
Illinois Life, it would seem that the 
world should appear as perfect. From 
the handsome office building of the 
Illinois Life at 1212 Lake Shore Drive, 
Chicago, cooling breezes blow upon Mr. 
Stevens in the summer and bracing 
breezes in the winter. On either side 
dwell the barons of La Salle street. 
Architectural perfection pleases the eye 
on every hand. In the summer, the 
aristocracy bathes at the Oak street 
beach in front of the Illinois Life 
building. 

But Mr. Stevens, it turns out, is suf- 
fering from a multiplicity of discontents, 
to which he gives vent in the current 
issue of the Illinois Life’s bulletin. 
“Some New Year‘s Revolutions,” is the 
title of his discontents. He recom- 
mends that: 


What He Recommends 


1. Sweet-voiced radio announcers be 
eliminated (painlessly, if possible) and 
replaced with others whose masculine 
tones may ring out fearlessly, unhamp- 
ered by sugar coating. 

2. All crooners and sopranos (while 
we are considering the radio problem) 
be given two to ten years’ leave of ab- 
sence. 

3. Newspapers throw away _ their 
black headline type and try being con- 
servative. 

4. Pessimists and chronic moaners 
be immediately deported. 

5. Somebody start manufacturing a 
cigaret whose only claim to existence 
lies in its being a cigarette rather than 
a baked, boiled, fried, X-rayed, patent 
medicine. 

6. Superlatives be barred from use 
for a period of not less than twelve 
months, 








Policy Loans,” which was put on at 
the Pittsburgh convention of the Na- 
tional Association of Life Underwriters 
was given by members of the Philadel- 
phia agency. 

Henderson Peebles, Pittsburgh, dealt 
largely with mental attitude, adapting 
the Biblical parable of the talents to life 
insurance by substituting prospects for 
talents. He also mentioned the advis- 
ability of emphasizing what the pros- 
pect is interested in. For example, 2 
man who might be cold to the idea 
of insuring his son-in-law’s life might 
be greatly interested if the proposition 
were put up to him as providing an in- 
come for his daughter. 

W. Heinekamp, Atlantic City, gave 
a blackboard demonstration of ways of 
meeting competition. John Binns, New- 
ark, spoke on prospecting and the need 
of sincerity in dealing with prospects. 

Tuesday morning’s session consisted 
of a cross-examination of a number oi 
agents with records of distinction. The 
chairman and his assistants gave aé- 
vance notice that they were reserving 
the right to quiz any of their associates 
in attendance at the meeting “whose ca 
reer is marked by distinguished personal 
service or whose experience might hel; 
others to sell more life insurance. 


This “display of achievement” was di 
rected by General Agents C. L. Mc 
Millen, New York; G. J. Kutcher, New 


York, and R. L. Law, Baltimore, who 
by their questioning brought out the 
factors which had gone into making 
each of the “witnesses” successful i 
selling life insurance. Agents of all de 
grees of experienced were quizzed, mak- 
ing the session valuable to all present. 


Will Have Meeting in Chicago 


The trustees of the National Associ 
tion of Life Underwriters will hold the! 
mid-year meeting in Chicago Feb. 26 
The executive committee will hold it 
mid-year meeting there the day after 

The meetings will be held in the 
Stevens hotel. 





Vi 





